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Congress Seen Out Of Foreign Reinsurer 
Tax Picture, IRS Taking Initial Action 


By WILLIAM MACFARLANE 


Action aimed at limiting the tax ad- 
vantage enjoyed by U.S. insurance 
companies with foreign reinsurance 
subsidiaries, if it comes this year at 
all, will probably emanate from In- 
ternal Revenue Service through some 
sort of administrative ruling rather 
than via new legislation from Congress. 
At least, that is the conclusion that 
can be drawn if recent events in 
Washington are any indications of 
how IRS and Congress are thinking. 


Something Definite Expected 


Originally it was felt that something 
definite would be done on the legis- 
lative Tevel, since calls for action in 
this area have been made by members 
of the House ways and means com- 
mittee, the Senate finance committee 
and the joint House-Senate committee, 
on internal revenue taxation. Recently, 
Sen. Gore of Tennessee, in a speech 
on the floor of the Senate, referred to 
the foreign reinsurance subsidiary de- 
vice as a “gimmick for tax avoidance,” 
and called for repeal of the provisions 
of the income tax law which allows 
foreign income taxes to be credited 
against U.S. income taxes, and the en- 
actment of legislation to charge do- 
mestic corporations for tax purposes 
the profits made by their foreign sub- 
sidiaries, whether these profits are 
brought into this country or not. 


No Action This Session 


However, despite all the sound and 
fury from both houses on this score, 
Rep. Mills, the powerful chairman of 
the House ways and means committee, 
stated flatly that revision of the in- 
come tax structure, which would seem 
to include any legislative consideration 


N. Y. Society School 
Progresses In Move 
To Degree Granting 


Insurance Society of New York is 
proceeding with plans for establish- 
ment of its degree-granting college. 
With 27 insurance organizations al- 
ready pledged to provide support for 
the necessary college budget, the so- 
ciety is asking top executives in the 
life and property field to share in fi- 
nancing the project. 

The new college would have day 
and evening classes and would grant 
the degree of bachelor of business ad- 
ministration to graduates with a ma- 
jor in insurance. The curriculum of 
the evening division would be ex- 
panded to include additional liberal 
arts and business courses. The courses 
leading to the degree would include 
47% liberal arts subjects, 28% insur- 
ance courses, and 25% supporting sub- 





| jects, such as law, statistical methods 


XUM 


and accounting. 

Upon satisfactory establishment of 
the program, a day division curricu- 
lum would be provided on a coopera- 
tive or work-study basis. Students 

(CONTINUED ON PAGE 33) 


of the special tax treatment of foreign 
subsidiaries, will probably “go over to 
the next session of Congress.” Other 
informed sources have said that little, 
if anything, can be expected from Con- 
gress in the way of an overhaul of the 
income tax law either this year or 
this session. 

On the other hand, the situation 
within Internal Revenue Service is 
quite different. IRS, for some time 
now, has been “greatly disturbed” 
by the increased use of the foreign 
subsidiary by U.S. industry generally 
and the insurance business in par- 
ticular, an IRS spokesman during the 
previous administration told this news- 
paper. The service has hesitated, he 
said, to make any move administra- 
tively because of several factors, an 
important one being that IRS did not 
have all the facts in front of it at the 
time. 


Attend From New York, Chicago 


Then, late in 1960, IRS made its 
first move to assemble those facts and 
issued regulations which require U.S. 
companies with foreign subsidiaries 
to file information returns on the fi- 

(CONTINUED ON PAGE 33) 





Want Bureau Power 
Restored In Wash. 


The Washington department is spon- 
soring an amendment to the fire rate 
section of the insurance code which 
would restore rating control in exist- 
ence prior te the supreme court deci- 
sion in the North America case last 
year. Commissioner Kueckelhan has is- 
sued a statement supporting the bill. 

Any company adopting the filings of 
a rating organization would have to 
adopt such filings in their entirety and 
not make or maintain a portion of 
such filings on its own behalf, accord- 
ing to the provisions of the bill. No 
insurer could become a subscriber to 
a rating bureau unless it adopted in 
their entirety the filings of the rating 
organization. 


Grandfather Rights Excluded 


Grandfather rights would be ex- 
cluded, and this would outlaw the 
many filings approved since the North 
America decision, and a number of the 
companies permitted by the old grand- 
father clause to maintain independent 
filings and class deviations while sub- 
scribing to bureau services would be 
required to adhere to all bureau rules, 
rates and forms or to file on an inde- 
pendent basis. Companies could not 
issue policies in an underwriters agen- 
cy and make filings through an under- 
writers agency as if it were a sep- 
arate and distinct company. 

The principal effect of this bill would 
be to restore absolute bureau control 
of rates, rules and forms on commer- 
cial classes. 

In his_ statement, 
Kueckelhan explained: 

“The method by which fire insur- 
ance rates are made necessitates strik- 

(CONTINUED ON PAGE 23) 


Commissioner 


More Quality, Not 


Quantity In Insurers 
Is McClain’s Goal 


An overflow crowd of 541 Indiana 
insurance people, legislators and a 
liberal sprinkling of outstaters heard 
the new Indiana commissioner, Harry 
E. McClain, declare that he was “more 
interested in quality than quantity of 
Indiana companies” at a reception and 
dinner honoring him and the retiring 
commissioner, James Ashley. Among 
the many tributes paid Mr. McClain, 
C. H. Haskett of Rochester, president 
of Indiana Assn. of Insurance Agents, 
called him “the best known insurance 
man in Indiana.” This was certainly 
borne out by the size and enthusiasm 
of the crowd, which jammed every 
available corner of the ballroom of the 
Indianapolis Athletic Club and spilled 
over into several adjoining rooms and 
halls. This was all the more remark- 
able because the dinner was an- 
nounced just 10 days or so before it 
took place. 


John Neville of American Insurance 
Assn. came from New York, E. H. 
Bern of Western Actuarial Bureau, 
and Walter Dithmer of Insurance In- 
formation Institute, were there from 
Chicago, and several company people 
from other states were in the crowd. 

Clarence Jackson, president Ameri- 
can United Life and an old friend of 
Mr. McClain’s dating from World War 
I days, was an adroit master of cere- 
monies whose dry wit and barbed 
comments spared neither Gov. Mat- 
thew Welsh, Commissioners McClain 
or Ashley, the visiting commissioners, 
or the members of the legislative in- 
surance committees who were there. 


Recently elected Gov. Welsh, a Dem- 
ocrat with a Republican lieutenant 
governor and house of representatives, 
spoke of his great hopes for the insur- 
ance department under Mr. McClain. 
Speaking of Mr. McClain, Gov. Welsh 
declared he was “looking for the best 

(CONTINUED ON PAGE 29) 


McHugh Tees Off On 
Opponents Of Rate 
Making By Market 


Says Competition Should 
Prevail; Cites Reasons 
For No Prior Approval 


Severe criticism of a “hold-the-line” 
philosophy in the business was voiced 
by Donald P. McHugh, counsel to the 
Senate anti-trust and monopoly sub- 
committee, in his talk at the South 
Carolina Insurance Forum, sponsored 
by the state insurance department at 
Columbia. 

Proponents of such “backward think- 
ing” have had marked success in in- 
stilling in various insurance depart- 
ments a belief in the paramount 
importance of bureau filings and a 
one-price system, Mr. McHugh de- 
clared. But insurance department di- 
rectives indicating an open hostility to 
deviations on either rates or forms 
will hardly serve the public interest, 
although the commissioner’s job may 
be simplified. 

In reviewing the highlights of the 
O’Mahoney model rating bill for the 
District of Columbia, which was re- 
cently reintroduced by Sen. Kefauver, 
Mr. McHugh emphasized the elimin- 

(CONTINUED ON PAGE 22) 





Agent Bill Passes In N. Y. 


The New York legislature has passed 
and sent to the governor a bill to ex- 
tend the freedom of contract bill for 
another year. The present law, which 
requires that the insurance department 
take into consideration past commis- 
sion rates, as well as loss and other 
expense data in approving rate changes, 
expires April 1. 

The legislation has been urged by 
New York State Assn. of Insurance 
Agents and Greater New York Brokers 
Assn. 








Members of the joint company-agents subcommittee on advertising and sell- 
ing of National Assn. of Mutual Insurance Agents, at a recent meeting in 
Washington. Seated from left are F. B. Esau, Pawtucket Mutual, vice-chairman 
of the subcommittee; G. R. McKiever, Miami, NAMIA president; Paul Darling, 
Iowa National Mutual, subcommittee chairman; Earl A. Lamb, New York, and 
E. C. England, State Automobile Mutual. Standing from left are John Henry, 
Pennsylvania Lumbermens Mutual; G. Paterson Jr., Freehold, N.J.; A. R. 
Elliott, New Haven; E. C. Jones, lowa Hardware Mutual; T. A. Stang, Jackson- 
ville, Fla.; D. L. Elliott, Miami; C. B. Anderson Jr., Berkshire Mutual Fire; J. 
W. Aggett, Atlantic Mutual Fire, and E. A. Ullrich, Utica Mutual. 








Automation, 


Explored At 


CHESHIRE—As might be expected, 
agency problems occupied most of the 
program of the annual conference here 
of Mutual Agents Assn. of Connecti- 
cut. The meeting attracted a record 
crowa of more than 350. With Allen R. 
Elliott of New Haven, president, han- 
dling the gavel, John F. Mulvihill of 
Hartford, secretary-treasurer, started 
the meeting by outlining the major 
trends in the business that are of sig- 
nificance to agents. 

Robert Morrison, Boston attorney, 
discussed the agent and his contracts 
with insurers, and Earl Lamb of New 
York, past president of National Assn. 
of Mutual Insurance Agents, discussed 
the new activities and plans of that 
organization. 

Clyde Cecil, assistant secretary of 
National Assn. of Independent Insurers, 


Aetna Fire In The 
Black For 1960 


Aetna Fire had an _ underwriting 
profit of $318,696 in 1960, compared 
with an underwriting loss of $2,491,461 
in 1959. Net investment income reached 
a record high of $8,053,774, up $787,442 
over 1959. Net income after taxes was 
$8,263,235, an increase of $3,311,519. 
Net premiums reached a record $162,- 
332,109, up 6.7%. 

Earned to incurred loss ratio, in- 
cluding loss adjustment expense, was 
60.5 in 1960, compared with 61.2 in 
1959. President H. M. Mountain point- 
ed out that the statutory underwriting 
profit of $318,696, made possible by 
improving loss experience and contin- 
uing attention to expenses of doing 
business, was materially affected by 
the losses sustained in Hurricane Don- 
na. 

Premiums by class of business were 
fire and allied lines, 47.7%; marine 
13.3%, and casualty and surety, 39%. 
Earned to incurred loss ratios by class 
of business were 51.1 for fire and al- 
lied lines, ‘compared with 47.5; 54.3 
for inland and ocean marine, against 
58.4; and 56.9 for casualty and surety, 
compared with 61.2. 

Despite the reduction of 4.3 percent- 
age points in the casualty loss ratio, 
“the automobile, compensation, and 
general liability classes continue to 
present the most severe underwrit- 
ing problems facing us as an individual 
company and the casualty insurance 
business as a whole,’ Mr. Mountain 
said. 

Underwriting expenses were 38.3% 
of written premiums, compared with 
40.4% in 1959 and 42% in 1958. Mr. 
Mountain emphasized in his annual re- 
port the necessity for further reducing 
these expenses since “under indicated 
trends we anticipate it will be in- 
creasingly difficult to effect reductions 
of any material consequence in loss 
ratios in 1961.” He also stressed the 
continuing importance of reducing the 
company’s operating expense ratio. 
Expanded facilities of SPAN Data 
Processing Center, of which Aetna Fire 
is a member, combined with constant 
internal research, will be helpful to- 
ward this accomplishment during 1961. 

Assets were $314,330,737 at year end, 
up $18,681,643. Policyholders surplus 
was $99,918,833, an increase of $6,- 
128,384, and net earnings per share 
were $8.26 compared with $4.95. 
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Other Agent Problems, 
Conn. Mutual Rally 


discussed the program of the major 
insurers of automobile liability to meet 
the problem of the uninsured motorist, 
and John R. Barry, president of Cor- 
roon & Reynolds group, called for 
realistic rate regulation. Deputy Frank 
Wagner of the insurance department 
outlined the agent’s liability where he 
fails to effect insurance properly. 
Press Panel 

The meet-the-press panel had as 
representatives of the business Thom- 
as F. Reynolds, manager Illinois Insur- 
ance Information Office; A. G. Morse, 
vice-president of Shelby Mutual for 
New England, Hartford; John Middle- 
ton, secretary of Mutual of Hartford; 
Mr. Cecil, and Mr. Barry. Representing 
the press were Roderick Geer, execu- 
tive secretary of the mutual agents’ 
associations of Connecticut, New 
York and New Jersey, and editor of 
their publication, the Triangle; Fran- 
cis Ahearn, manager of Insurance In- 
formation Office of Connecticut; Eman- 
uel Levy, editor of the Insurance Ad- 
vocate, and Kenneth O. Force of THE 
NATIONAL UNDERWRITER. Howard B. 
Phelon, Hartford attorney and counsel 
of the Connecticut association, moder- 
ated the panel. 

The talks of Mr. Cecil and Mr. Wag- 
ner are treated separately. 

Commissions are being reduced, Mr. 
Mulvihill reported, yet there is more 
pressure today from companies and 
insured for service. This pinch is 
getting worse. He believes it is vital 
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We live in a time of such rapid 
growth in knowledge that only 
he who continues to learn and 


believe these 
objectives are 
progress for those who seek profit 
and purpose in the years ahead. 


for company representatives and 
agents to start at once to work out 
means by which the agent can increase 
his net in order to meet the squeeze. 

He called attention to formation of a 
subsidiary, National Emblem, by All- 
state to write under-25 and over-65 
drivers without their having to go into 
the assigned risk plan. Agents could 
use a facility of this kind, he said, and 
he urged the agency company presi- 
dents to do something about the mat- 
ter. Many risks assigned are not en- 
titled to be, he said—and agents are 
partly to blame because they don’t 
work hard enough to place them in 
the voluntary market. 


Mr. Mulvihill said he and other 
mutual agents strongly object to the 
fact that the rating bureaus that make 
the rules these agents have to follow 
are controlled by the higher priced 
stock companies and not by the mut- 
uals. Agents should look into this, he 
declared. For example, to put into ef- 
fect the new institutional property 
form the agent has to cancel existing 
insurance—yet it will take five to six 
months to get the new rate. The reason 
for this is that many institutions in 
Connecticut have not had a rate re- 
view in some time. The rate under the 
new form thus may turn out to be 
higher than present rates. There is 


also necessary under the new program 

a mandatory quarterly engineering re- 

port on the risk. New England Fire 
(CONTINUED ON PAGE 25) 
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Continental Cas. To 
Offer Home Mortgage 
Unemployment Cover 


Continental Casualty soon will begin 
issuing a package policy combining 
unemployment and A&S _ insurance 
covering home mortgages. 

Developed with the cooperation of 
National Assn. of Home Builders and 
Celotex Corp., the policy will be of- 
fered at first only in the Chicago area 
to a pilot group through the offices of 
Chicagoland Home _ Builders Assn. 


This association has 800 member 
builders with some 10,000 housing 
starts. 


One To Two Year Basis 


The policy, which is written on a 
one or two year basis, with no renewal 
possible for the time being, provides, 
after a two-month elimination period, 
a maximum of six monthly mortgage 
payments for policyholder home own- 
ers who are laid off or discharged 
through no fault of their own. Those 
policyholders who are not working 
because of a strike are not covered. 

For those policyholders unable to 
work because of accident or injury, the 
maximum monthly mortgage payment 
coverage is five years, with an elimin- 
ation period of 15 days. 

Premium charges are based on 6% 
of the monthly mortgage payments. 
Thus, a monthly mortgage payment of 
$100 would mean a $72 yearly premi- 
um, payable in advance. 


Expect Approval Soon 


William Courtney, attorney Contin- 
ental Casualty, at a press conference 
announcing the policy at Chicago, 
stated that approval of the policy by 
the Illinois department is expected 
within two weeks and the first policy 
should be written by March 1. He 
said that while it was not a group 
policy per se, policyholders will not 
be individually solicited at this time. 

Roy Tuchbreiter, chairman Contin- 
ental Casualty, noting that the com- 
pany had pioneered other types of 
policies, such as polio coverage, said 
the company is not afraid to lose some 
money on this policy during its in- 
fancy. The company plans to stick 
with it in order to build up the kind 
of experience that will lead to estab- 
lishment of a rating formula. 


Underwriters Adjusting 
Holds Annual Meeting 


Underwriters Adjusting Co. reported 
an increase in the average amount of 
loss in 1960 over the preceding year, 
due primarily to heavy wind and hail 
losses in Nebraska, Iowa, Illinois and 
Indiana, and an increase in the num- 
ber of large fire losses. 

Directors elected are: Paul H. Barr, 
Hanover; K. E. Chapman, Agricultural; 
C. E. Curtis, Ohio Farmers; E. A. 
Domke, Millers National; C. D. James, 
Northwestern National; J. G. McFar- 
land, National Union; A. M. Mills, 
Camden; C. N. Mullican, Fireman’s 
Fund; R. R. Hayes, Crum & Forster; 
E. R. Voorhis, Royal; H. P. Winter, 
America Fore; G. V. Whitford, Reli- 
ance, and K. C. White, Underwriters 
Adjusting. 

Officers elected are: K. C. White, 
president; J. G. McFarland, and Her- 
man P. Winter, vice-presidents; Fred 
S. King, vice-president; H. L. Petti- 
grew, secretary-treasurer; M. C. Daw- 
son, assistant secretary-treasurer; G. F. 
Keeley, assistant secretary-treasurer. 
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Agent Should Be Key Man In Market 


Planning Just As In Life Business 


By JOHN N. COSGROVE 


Sales management in the fire and 
casualty business is a unique area 
where there are too many Indians and 
not enough chiefs. This is inevitable 
because of the individualistic nature 
of the independent agency system. 

Some fire and casualty insurers have 
indicated that they intend to take a 
leaf from the life companies’ sales 
planning book and come up with simi- 
lar programs and methods of imple- 
menting them. They apparently think 
that life companies lead agents to 
market by the nose. 

However, a look into the life business 
sales area immediately discloses that 
the life agent plays a leading role in 
market planning. The agency manager 
is often primarily responsible for estab- 
lishing a sales plan. He is often as- 


“ANOTHER SUCCESS!” 


reports Paul Leonard, 
St. Paul Agent, 
Akron, Ohio 


MULTICOVER PLAN 


UMBRELLA PLAN 


“My business 


increased 25% with 


ST. PAUL'S ACCOUNT SELLING TOOLS” 


“I’m convinced,”’ says Paul Leonard, 
St. Paul Agent, Akron, Ohio. ‘Account 
Selling results in big profits! St. Paul’s 
package plans boosted my business 
25% in one year—with no increase in 
overhead or employees.”’ 

At St. Paul, we believe in Account 
Selling. People want it. Our Agents 
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sisted by the agency department of his 
company. The key point here is that he 
has only one company to deal with, 
not from three to 15 or more, as does 
the fire and casualty agent. 

The typical general lines agency 
represents numerous companies, each 
of which has lately established a mar- 
keting department and adopted a sales 
program. Each department has a vice- 
president or other official as its direc- 
tor. In effect, he is supposed to be a 
sales manager. But that does not mean 
that the independent agent must or 
will permit any one of these officials 
to manage sales for his agency. 


Past Practices 

In order to assess the present con- 
fused situation, it is necessary to 
examine formal sales management or, 
more properly, the almost complete 






MULTIPLE 
COVERAGE 
POLICY 





profit by it. It’s an unmistakable trend 
of the ’60’s, and St. Paul is ready with 
its MultiCover, Umbrella and Multiple 
Coverage Plans. 


yet full details . . . and find out how 


you can be a successful St. Paul Agent 
by writing to your nearest St. Paul 
Office. 


EASTERN DEPARTMENT 
90 John Street 

New York 38, N.Y. 
PACIFIC DEPARTMENT 


Mills Building 
San Francisco 6, California 





lack of it in the traditional fire and 
casualty companies in the past. 

Every company of any consequence 
had an agency department whose main 
function in broad terms was to extract 
from each agency the maximum vol- 
ume of desirable business. This agency 
department and its adjunct, the ad- 
vertising unit, did some sales plamning, 
furnished direct mail and other promo- 
tional aids, and often delegated field 
men to push certain lines at propitious 
times. 

But if the head of any of these com- 
pany units considered himself a sales 
manager, he was very wide of the 
mark indeed. If any field man had 
dubbed himself as such, he would have 
been clapped into a confining waistcoat 
and sped off to Bedlam. Agents took 
or rejected suggestions from the agen- 
cy department or field men as they 
saw fit, unlike salesmen in other lines 
of business who take direction from 
the sales manager or else disappear 
from the payroll. 

But now the appointment of com- 
pany officers to jobs with specifically 
delineated functions of sales manage- 
ment would seem to imply the expec- 
tation that agents are going to be more 
amenable to direction by a particular 
company. As indicated, this is highly 
doubtful, as long as the independent 
agency system retains its present char- 
acteristics. 


Agency Sales Effort 


In the past, agents considered them- 
selves their own sales managers, and 
they still do. Whether or not they did 
the job well or at all is beside the 
point. Sales management or lack of it 
was up to the agency. 

Some agencies were and are highly 
skilled in the art of sales management. 
The principal or partners, long estab- 
lished in the community, knew every 
aspect of local business and social life. 
They staked out their potentials in 
various areas, went after the markets 
thus identified and often did a super- 
lative job, even though they may have 
been playing by ear and not under any 
one company’s baton. Some of these 
agencies even had (and have) staffs 
of solicitors with specified territories, 
quotas and established routines. Furth- 
ermore, some agency principals have 
studied sales management and con- 
duct their affairs under well estab- 
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lished principles that are used in other 
lines of business. 

But now many companies apparently 
expect the management of sales to 
revert to them under a uniform com- 
pany approach or even one allowing 
for some flexibility to meet the needs 
of the agencies in various locations 
with different markets and potentials, 
If they think that life companies use 
this approach, they are mistaken. 


Analyzes Life Practices 


Several years ago, William E. Hayes, 
general agent of New England Mutual 
Life, pointed out that the extent of a 
life company’s participation in sales 
planning at the agency level depends 
in large part on the general attitude 
of its management toward the delega- 
tion of authority and responsibility. 
Some life companies delegate the en- 
tire sales planning activity. Others pro- 
vide agency managers with a complete 
blueprint of operation with little lati- 
tude for adjustment. As a group, life 
companies which operate on a general 
agency system delegate more of the 
sales planning job than do companies 
operating on a branch manager sys- 
tem. The company’s attitude toward 
centralization or control of its sales 
operations, however, is the greatest 
governing factor, regardless of the 
formal system under which its agencies 
operate. 

At its best, in Mr. Hays’ view, long 
range sales planning is a joint activity, 
with the company agency department 
and the agency manager cooperating 
to develop a plan of action. This plan 
must be realistic, capable of attain- 

(CONTINUED ON PAGE 17) 





Downey Named To Agency 
Post Of State Auto Of Ind. 


Grattan H. Downey has been ap- 
pointed agency training administrator 
of State Automobile of Indianapolis 
and Statesman. He will direct the 
organization’s training and _ technical 
education programs throughout Indi- 
ana, Illinois, and Pennsylvania. 

Mr. Downey began his career as a 
solicitor in a local agency. For a time 
he operated his own insurance busi- 
ness. He has served insurers in numer- 
ous capacities over the years, and for 
a three year period headed an insur- 
ance survey and counseling service. 
Mr. Downey has been active for a 
number of years in CPCU educational 
programs, handling lecturing assign- 
ments at Indiana and Butler univer- 
sities. He has written technical and 
sales articles. While a member of the 
Indiana house of representatives, he 
served as insurance committee chair- 
man. 
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Senator Kerr Warns Of 
Forand Assault Against 
His Health Care Law 


A Forandist assault on the Kerr- 
Mills health care law was seen as 
being imminent by Sen. Kerr of 
Oklahoma, co-author of the legislation, 
who called for action to meet the 
challenge. He addressed 400 insurance 
men, doctors and hospital administra- 
tors at a meeting of Oklahoma Assn. of 
Health Underwriters. 

A report of the meeting will be 
given Feb. 11-12 at a meeting of direc- 
tors of International Assn. of Health 
Underwriters at Chicago. The direc- 
tors’ agenda will emphasize legislative 
plans, principally enabling legislation 
in the various states provided for in 
the Kerr-Mills law. 

Sen. Kerr reported that HEW Secre- 
tary Ribicoff, appearing for confirma- 
tion, told a Senate committee that he 
would strive for a health care plan for 
the aged financed by social security 
and administered under his depart- 
ment. 

“The opposition is going to look for 
every flaw in operation of the law in 
every state,” the Senator warned. “If 
we can get people to learn provisions 
of the law in time to persuade states 
to implement it, then we have a better 
than even chance to preserve the law.” 

Referring to the Forand approach, 
he said: “The other program being 
presented promises something for 
nothing. There is no such thing. 

“Before it is through it will cost $2.5 
billion a year or be an inadequate 
program or be an adequate program 
for a limited number of people. The 
present program can be made to work 
for all those who need it at half the 
cost.” 

Sen. Kerr said the present program 
is a complete one, applicable to every 
person in the U.S. over 65 who is 
unable to provide health care for him- 
self in the states that take advantage 
of the plan. “I cannot see justification 
for a health care program paid for by 
taxes for retired persons of ample 
means,” he declared. “I believe a 
medical care program if made avail- 
able to citizens by taxation, should not 
be only on wage earners and employ- 
ers, but on all citizens, and benefits 
determined by states. 

“I think the time is now here for 





every American who believes in pre- 


servation of basic freedom and basic 


| principles of states rights to put their 
| backing behind individual states for 
health care,” he said. 


Coates & Raines General 
Agency Bought By Fund 


The Coates & Raines general agen- 
cy of Little Rock has been purchased 
by Fireman’s Fund. The agency has 
represented the Fund in Arkansas 
Since 1880. As of May 1, the facilities 
of Coates & Raines and the personnel 
will constitute a multiple line branch 
office of the Fund in Little Rock, with 
James Coates Sr. as manager, and 
James Coates Jr., Sam Raines and 
Gordon Price as assistant managers. 

Coates & Raines is one of the oldest 
general agencies in the U. S. It was 
started in 1877. Today the general 
agency represents six companies, and 
it has 300 sub-agents. 


Rise In leeused, Drivers 
In N. J. Auto Accidents 


In his annual budget message, Gov. 
Meyner of New Jersey revealed that 
the percentage of insured persons in- 
| volved in accidents on the state’s high- 
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ways has been steadily rising. Of the 
179,087 involved in 1959, close to 85% 
were insured, while in 1960, of 201,014 
involved, 85.5% were covered. 

The security responsibility division 
estimates that there will be 210,000 ac- 
cidents this year with 86.1% insured, 
and 215,000 in 1962 with 87% covered. 

The UJF had 3,847 eligible claims in 
1959 of which 268 were settled for 
$332,497, while 500 judgments for 
$782,452 were paid. In 1960 there were 
4,810 eligible claims, with 550 settled 
for $790,565, and 596 judgments of 
$849,789. 


General Of Seatile, 
Musser Of Oregon 
Clash Over Rate Cut 


A filing for a 10% reduction in au- 
tomobile BI, PDL, and PHD rates in 
Oregon by General of Seattle has been 
rejected by Commissioner Musser, but 
General has notified agents that it is 
going ahead with its new rates because 
the commissioner failed to act on its 
filing within the 30-day maximum 
provided in the insurance code. 

The company asked for an injunc- 
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tion against Mr. Musser’s order that 
the new rates not be used, but this was 
denied Jan. 30 in superior court. Mr. 
Musser has told General he will hold a 
hearing on the filing at Salem March 2, 
and that pending the results of the 
hearing General is not to use the new 
rates, which were officially submitted 
to the department Dec. 6. Mr. Musser 
said General failed to comply with his 
request for information to support the 
filing. The department has rejected 
various filings submitted by auto com- 
panies since the National Bureau safe 
driver plan was introduced last year. 





Now CML gives 
even more 
for the money! 


Connecticut Mutua Lire’s 1961 dividend scale shows 
an increase in total of about 124% over the 1960 scale. 
Also, CML has increased the interest rate on funds 
left under settlement options and on dividend accumu- 
lations to 3.8% for 1961. 

CML’s dividend scale has increased seven times in 
the past ten years and here is an example showing 
how policyholders have benefited. 

A man of 35 bought $10,000 Ordinary Life in 1951. 

At the scale then in effect he would have received 

dividends of $667. Because of CML’s seven dividend 

increases since then he will have actually received, by 
the end of 1961, $815.20 
High interest on funds left with the company under 
settlement options means much more than most policy- 
holders realize. These examples show the difference: 


























d CML’s 
At interest of: 3% 3.25% | 3.5% 3.8% 
Number Monthly Payments of 
$100 from $20,000 Proceeds 274 285 296 311 
Total Paid in $100 Monthly 
Payments from $20,000 Pro- 
ceeds $27,400 | $28,500 | $29,600 | $31,100 
Proceeds Required to Provide 
$1000 Interest Income per 
year $33,333 | $30,769 | $28,571 | $26,316 








What Does This Mean to YOU? 
CML is appointing qualified general insurance men 
under desirable brokerage contracts who can offer 







Connecticut Mutual’s superior policies, service and low 
net cost to their clients and prospects. Hundreds of 
fire-casualty men who have offered life insurance to 
their clients the “CML Way” have increased their 
profits—with no overhead increase. 


Valuable Free Booklet 


Based on 40 years of working closely with general 
insurance men, our booklet, “A Plan to Help General 
Insurance Men Sell Life Insurance,” goes into detail 
about the “CML Way.” It can help you promote and 
sell life insurance, producing significant volume and 
profts for you and your firm. Send for your copy today. 


Connecticut /V\utual \Life 


INSURANCE COMPANY * HARTFORD 
Dividends Paid to Policyholders Every Year for 115 Years 


Connecticut Mutual Life Insurance Company NU-2-1 
Hartford, Connecticut 

Please send me, without cost or obligation, your booklet, 
“A Plan to Help General Insurance Men Sell Life insurance.” 
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Selected Risks Shows Value Of 


Eleetronics To Smaller Insurer 


By JOHN J. SMITH, 
Data Processing Manager, 
Selected Risks of Branchville, N.J. 


Selected Risks of Branchville, N. J., 
was founded in 1926, mainly to write 
automobile insurance in the northern 
New Jersey rural areas. Over the 
years, our writings have been broad- 
ened to include multiple fire and casu- 


J 
MOTELS 
FIRST 


alty lines. We now operate in New 
Jersey, Pennsylvania, Maryland, Del- 
aware and District of Columbia, 
through approximately 500 independ- 
ent agents. Our gross writings for 1960 
were close to $14 million, of which 
$10.5 million was automobile business. 

In 1957 it became quite apparent 
that with the steady growth in our 
business and our consequent desire to 


adapt more of the manual operations 
of the business to a machine operation, 
we would have to increase the size of 
our IBM department. We could have 
acquired more of the type of equip- 
ment we then had and trained more 
operators, but doing this would only 
have solved our immediate needs, and 
in a short time we would have been 
faced with the same problem. In addi- 
tion, floor space would have been at 
a premium. 

It was decided to explore the elec- 
tronic computer field to see if this 
would provide a solution. The company 
was already using IBM equipment and 





WITH THE NEW PHOENIX 
MOTEL PACKAGE POLICY! 





PHOENIX of Hartford is one of the FIRST in the busi- 
ness with an all-in-one Motel Package Policy —and so 
are you! Now beat your competition to the draw and 
sell, motels first with the policy that gives ’em more 
for less. 

THE “MORE” IS more coverage —complete “no vacan- 
cy” coverage — with the very latest policy on the 
market. It is an individually custom-tailored contract, 
designed to meet the need and requirements of the 
motel owner-operator. Sell the simplicity of one expira- 
tion date, one agent and one policy with the convenience 
of one statement of declarations listing the complete 
coverage, limits of liability and the property and op- 
erations covered. 


THE “LESS” IS less fuss —at least 20% less cost than 
the old many-policy method. This policy wraps up all 
the hazards of the motel business in one neat protection 
package at a cost the owner-operator can afford. It almost 
sells itself... show it to your nearest motel prospect 
and see. And don’t forget this extra: your customer can 
finance all his Phoenix policies with easy payments on 
the Phoenix Monthly Premium Payment Plan. 

THE PHOENIX MOTEL Package and the Monthly Pay- 
ment Plan are just 2 of the volume-building tools you 
get from Phoenix . . . first! 


*Dho enix of Hartford 


INSURANCE COMPANIES 


HARTFORD 15, CONNECTICUT 
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management decided to look to this 
manufacturer for the type of computer 


best suited to our needs, since follow- | 


ing through with IBM would minimize 
the effects of changeover. 


Early Studies 


I attended some of the seminars 
conducted by IBM to acquaint myself 
thoroughly with the available types of 
computers. These seminars, and con- 
ferences with IBM representatives and 
our company management, led to the 
decision to investigate the potentials 
of the 305 RAMAC. The IBM repre- 
sentative and I went over our en- 
tire machine accounting operation. We 
could see definite potential savings in 
several of our machine operations 
through the use of the 305, but not 
enough to justify its cost. We then 
looked into other phases of our busi- 
ness and decided to undertake the 
electronic rating, coding and printing 
of policies involving one and two pri- 
vate passenger cars. These comprise 
the bulk of our business. 


Written Proposal Studied 


In May, 1958, IBM presented a 
written proposal to management for 
the installation of a 305 RAMAC. After 
further study and deliberation, this 
was accepted by the company. 

Since the first function to be pro- 
grammed on the 305 was to be policy 
preparation, a key man from our un- 
derwriting department was chosen to 
attend programming school with me, 
even though he was not going to be 
used in this capacity. This move proved 
to be worthwhile because it gave him 
a good concept of the 305, and made 
it possible for him to understand the 
various problems involved in program- 
ming. Later in the year, two more men 
were sent to programming school, and 
one of them was subsequently chosen 
to be a full time programmer. 


Program Starts 


In January, 1959, our programming 
began. We had one full time program- 
mer, the able guidance of an experi- 
enced IBM programmer two days a 
week, and the part time guidance of 
our underwriter who helped us through 
rating and coding. I devoted about 50% 
of my time to the project. By May, 
1959, we had our program written, 
tested and “de-bugged” and had started 
on further programming which re- 


lieved the overload on our punch card | 


equipment. 

The cost of physical installation was 
approximately $10,000, but not all of 
this amount could actually be charged 
to the 305 RAMAC, since we had 
previously decided on moving our 
punch card installation from the sec- 
ond floor to the basement, due to sup- 

(CONTINUED ON PAGE 21) 
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La. High Court Interprets 
Substitute Auto Provision 


Louisiana supreme court, in Fulli- 
love vs U. S. Casualty, in which South- 
western Fire & Casualty was the 
appellant, has interpreted the “tem- 
porary substitute automobile” provi- 
sion of the automobile liability policy. 
The court held that the insured auto- 
mobile which had in fact been used 
during the course of the day by the 
wife of the insured in going to and 
from work, had not been withdrawn 
from normal use because of its break- 
down, repair, servicing, loss or de- 
struction, even though it had not been 
used by the insured because of the 
fact that it had bad tires. The conten- 
tion was made that the term “with- 
drawn from normal use” did not mean 
withdrawn from “all normal use” and 
that the fact that the car was actually 
in use played no part in the consider- 
ation of the case. The court concluded 
that inasmuch as the vehicle had in 
fact been used on the day of the acci- 
dent, it was in normal use and that a 
vehicle must be withdrawn from “all 
normal use” so. as to bring into play 
the provisions covering the temporary 
substitute clause of the policy. 

The decision overturns a previous 
unfavorable finding against South- 
western F. & L. in the appellate court 
and trial court. 

Counsel for plaintiff was Booth, 
Lockhard, Jack & Pleasant, Shreve- 
port. Counsel for defendant was P. A. 
Bienvenu of Bienvenu & Culver, New 
Orleans. 


Chicago Board Holds 
112th Annual Meeting 


A majority of the agency member- 
ship of Chicago Board of Underwriters 
were on hand for the 112th annual 
meeting last month to learn of progress 
made during the past year. Agency 
membership increased more than 20% 
and a fresh approach to the education 
program has been inaugurated. Her- 
man Bartholomay Jr., Bartholomay & 
Clarkson, was reelected president. 
Sanford Lederer, Stewart, Keator, 
Kessberger & Lederer, is vice-presi- 
dent and E. J. Clements, Marsh & 
McLennan, is treasurer. 

Newly elected directors are Richard 
E. Byrne, Byrne, Byrne & Co.; John J. 
Dwyer, R. W. Hosmer & Co.; John J. 
Schmitz, Critchell-Miller, and Hamil- 
ton Loeb Jr., Eliel & Loeb. 

Eugene F. Gallagher continues as 
manager and secretary. 


La. Approves Deviations 
On Homeowners And CDP 


The marine and inland marine divi- 
sion of the Louisiana department has 
approved a 15% deviation on home- 
owners for United Security and a re- 
newal of the same deviation for Badg- 
er Mutual, Lititz Mutual and Assur- 
ance of America. The latter approval is 
for A and B forms only. 

Lynn Mutual and Middlesex Mutual 
were granted 15% deviations on the 
CDP. Also approved was a filing by 
General of Seattle to permit writing 
of valuable personal articles by en- 
dorsement to homeowners with no 
change in rates. 


Plaintiffs Make Gain 


In the 17 personal injury cases de- 
cided in Chicago courts last week, de- 
fendants won seven and plaintiffs 10, 
bringing the total since Sept. 1 to 137 
decisions for defendants, 121 for plain- 
tiffs, while 15 were deadlocked. 

Juries last week awarded $97,622 in 
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damages, making the total since Sept. 
1, $1,184,822. The figures and sum- 
maries of the decisions are compiled 
by Cook County Jury Verdict Reporter. 

Last week the largest award was 
$40,000 in a dram shop case, and there 
were two decisions of $15,000 each on 
rear-end collisions, one for a back 
injury and one for whiplash. 


Davis, Dorland & Co., New York 
brokerage, has named Maxwell Stark 
assistant secretary. Mr. Stark, who is 
office manager, has been with the firm 
33 years. 





Preferred Of Michigan 
Advances Curlee To V-P 


Alfred T. Curlee has been elected 
vice-president of Preferred of Grand 
Rapids and a director of the subsidi- 
ary, Southwestern Indemnity. 

Mr. Curlee is vice-president of 
Southwestern Indemnity and a mem- 
ber of the company’s executive com- 
mittee. He joined Preferred early last 
year as assistant vice-president and 
production manager. Later he was 


appointed director of agencies of both 
companies and will continue in that 
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capacity, but will also assume other 
executive duties as well. 

Before joining Preferred, Mr. Curlee 
was with Royal-Globe group for 10 
years. 


Mitchell-Fry agency has’ been 
formed at Greensboro, N. C. by merger 
of J. Elwood Mitchell and Fielding L. 
Fry agencies. Equal owners of the new 
firm are Roger B. Blackwood and J. 
Elwood Mitchell Jr. of the Mitchell 
agency, and R. Reed DeVane and J. 
Simpson Schenck Jr. of the Fry or- 
ganization. 





With the addition of Life and Accident and Health to our 


long established and growing capacities in strategic per- 


sonal and commercial lines, we offer independent agents 


and brokers a uniquely coordinated traditional service. 




















HeNATIONAL UNDERWRITER 


PRIMARY COVERAGES IN ILLINOIS 
WORKMEN'S COMPENSATION GARAGE & DEALERS LIAB. 
AUTOMOBILES & TRUCKS LIQUOR LIABILITY 
OLT—MFRS. & CONTRACTORS MALPRACTICE LIABILITY 
COMPREHENSIVE GEN’L. LIAB. BEAUTY SHOP LIABILITY 
COMPREHENSIVE PERSONAL LIAB. BURGLARY 
PRODUCTS LIABILITY PLATE GLASS-50/50 

% Special Retros on Large W.C.-Liab.-Fleets, Etc. 


EXCESS LIABILITY SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 


All 3rd-Party. Liability Including Excess 


Above Assigned Risk Auto Limits to 
100,000/300,000 /100,000. 


"THE CASUALTY COMPANY WITH EXTENSIVE FACILITIES . . . 

FLEXIBLE UNDERWRITING . . . REALISTIC RATING... 
INDEPENDENT! 

SINGLE RISK REINSURANCE TO 8$2.000.000!!!! 


FIDELITY GENERAL INSURANCE COMPANY 


A STOCK COMPANY 





222 West Adams Street 


RAndolph 6-4060 Chicago 6, Illinois 





WHY 


GAMBLE 
ON 


MURS 
RATIOS? 





It’s foolish to risk your money unless you know positively 
what’s “under the shell.” 


That is true in fire insurance underwriting, too. A few sur- 
face facts aren’t enough. It’s essential to be able to see through the 
structure, around the corner, and up and down the street. 


For this purpose, there is no substitute for the eyes of under- 
writing, Sanborn Maps. Nothing else reveals so much so quickly 
for risks “across the board.” 


Mapping companies know what’s “under the shell.” That is 


why, as the records show, they save millions annually in lower 
average loss ratios! 





1960 Holdings Of 
Insurance Securities 
Trust Fund Shown 


Insurance Securities Trust Fund of 
San Francisco as of Dec. 31, 1960 had 
investments in insurance stocks total- 
ing $484,193,856—$345,967,644 in fire 
and casualty companies and $138,226,- 
212 in life companies. 

The fund owns 9,129,235 shares of 
stock in 93 life and fire and casualty 
companies. The largest holdings are in 
Aetna Casualty, Continental Casualty, 
Continental Insurance, Hartford Fire, 
Home, U.S.F.&G. and Aetna Life. 

The significant role Insurance Sec- 
urities plays as a stockholder of leading 
insurers can be seen from the tabula- 
tion below. In the table following the 
name of the insurer is the number of 
shares of stock held and the market 
value of the holdings as of Dec. 31. 































Insurer Shares Dec. 31 
Owned Market 
$ 

Aetna Cas. 228,046 21,778,393 
Aetna Fire 100,000 9,200,000 
Aetna Life 213,380 20,857,895 
Agricultural . 31,303 982,132 
Am. Equitable, N.Y. ...... 30,000 1,275,000 
American General 79,629 2,458,545 
AMETICAN 0.0.2.0... 414,900 11,280,094 
Am. Motorists 72,762 1,346,097 
Am. National ...... 145,146 1,115,810 
American Reins. ........... 10,200 425,850 
Bankers & Shippers .... 15,000 832,500 
Ben. Stand Life ............ 118,359 1,864,154 
ES, Scicchshictusascnsisdcédesentssarees 100,000 3,137,500 
Business Men’s Assur. .. 85,413 3,651,406 
Cal.-West. States ............ 125,641 6,219,230 
Commonwealth Life .... 152,945 3,250,081 
Conn. General Life ..... 17,280 6,937,920 
Continental Assur. ....... 69,140 12,618,050 
Continental Cas. ............ 313,841 27,618,008 
Continental 414,743 23,432,980 
Employers Reins 42,900 2,616,900 
Federal ........ uicancid 261,600 15,074,700 
Fidelity & Depo 90,000 4,410,000 
Fireman’s Fund .. 283,413 15,410,582 
Franklin Life ................ 51,034 3,955,135 
General Re 1,495 183,138 
Glens Falls 130,000 5,135,000 
Globe & Republic ...... 10,000 216,150 
Govt. Employees ............... 34,769 3,024,903 
Great American ..... sian 266,355 13,234,514 
Gr. Southern Life ....... 6,450 451,500 
ee j 59,919 2,231,983 
Gulf Life ... 114,263 2,199,563 
Hanover .............. 50,000 2,156,250 
Hartford Fire . 445,052 25,868,648 
Hart. Steam Bo 40,000 3,660,000 
EE 344,120 21,787,098 
Ins. Co. of No. A 162,110 12,441,943 
Interstate L. & A 41,400 333,788 
Jeff. Stand. Life 82,640 3,574,180 
IS asics satinesintsiesationecs 15,000 517,500 
| |e ae 2 aa 10,000 362,500 
I EEE 3,217 4,342,950 
Liberty Life (voting) ...... 31,703 467,619 
Lib. Life (non-voting) .... 31,976 471,646 
Liberty Natl. Life ........ 60,975 3,658,500 
SS * eae 134,426 2,150,816 
fF 2. ae 50,018 2,826,017 
Lincoln Natl. Life ........ 32,510 7,493,555 
Maryland Casualty ........ 207,293 7,630,974 
Mass. Bonding @ 38,52! 1,512,106 
Mass. Indem. & sons 40,000 1,510,000 
Mass. Protec. ...00.c.ccccssscse0 54,465 3,798,934 
Merch. & Mfrs. .............. 12,500 176,562 
Merchants Fire, N.Y. .... 120,000 4,230,000 
Monumental Life ............ 18,480 1,057,980 
National L.&A. ................. 55,445 6,348,452 
Natl. Union Fire ............ 80,000 3,250,000 
New Hampshire ............ 42,000 2,215,500 
a eee 20,000 635,000 
North River ..... 80,000 3,340,000 
Northern, N.Y. 53,119 2,224,358 
Nw Natl. ...... 25,250 2,247,250 
Nw Natl. Life . 14,330 1,347,020 
Ohio Casualty . 139,225 3,411,012 
Pacific Employ 38,000 845,500 
Pacific Indem. 72,000 2,331,000 
Pacific, N.Y. ........ ; 20,000 1,105,000 
Pacific Natl. Life ............ 52,065 800,499 
eee 55,248 1,229,268 
Phoenix, Conn. ...........0. 76,635 6,399,022 
Provident L.&A............. 20,730 1,710,225 
Prov. Washington ........ 36,970 707,051 
aa a ee 83,966 4,891,043 
Republic aie 45,000 2,632,500 
St. Paul F.&M. 238,387 14,660,800 
Seaboard Surety 50,000 2,000,000 
Security, New Haven 43,593 2,375,818 
Security L.&T. sa cae 3,525 183,300 
South Carolina - 5,800 131,950 
Southland Life .............. 14,060 1,251,340 
Southwestern Life ....... 132,627 6,996,074 
Springfield F.&M. 190,236 6,622,591 
Standard Acc. ....... 44,250 2,124,000 
cr 194,170 18,106,352 
Trmity Univ. ......... 50,000 1,575,000 
United, Chicago .............. 33,198 1,062,336 
OD. 6. 7.4 G.. 200 ‘ 521,399 21,800,996 
U. 3. Fire .... 180,470 5,504,335 
i 2° . mae 66,746 2,845,048 
Washington Natl. ........... 40,465 1,841,157 
Westchester  ............cc00 100,000 3,362,500 
West Coast Life ... u 28,990 927,680 
WEST CAB... crsnsccssssscetevene 65,000 2,697,500 
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Royal-Globe Shows 
Underwriting Gain 
On Higher Writings 


Royal-Globe had an_ underwriting 
profit of $2,593,521 in 1960 compared 
with a profit of $4,807,999 in 1959. Pre- 
miums written increased by $10,221,- 
746 to $244,383,309. Policyholders’ sur- 
plus was $222,657,399, up from $221,- 
315,117 in 1959. 

The group had an underwriting gain 
of $1,600,712 on fire and marine op- 
erations compared with a gain of $7,- 
474,857 in 1959. Written premiums 
were $109,209,894. Unearned premium 
reserve decreased $1,025,748. Incurred 
to earned loss and adjustment expense 
ratio was 58.20 and the ratio of other 
underwriting expenses and taxes in- 
curred to written premiums was 40.72, 
compared with 52.39 and 40.96 in 1959, 
respectively. 

In casualty, the group had an un- 
derwriting gain of $992,809 against a 
loss of $2,666,858 in 1959. Written pre- 
miums were $135,173,415 with a $2,- 
546,047 rise in unearned premium re- 
serve. Incurred to earned loss and ad- 
justment expense ratio was 65 and the 
ratio of other underwriting expenses 
and taxes incurred to written premi- 
ums was 33.60, compared with 67.85 
and 33.43 in 1959, respectively. 

For all lines, the composite ratio 
was 98.70 in 1960 compared with 97.56 
the year before. 

Investment income was up. by 
$645,361 to $14,689,531 in 1960. Net 
operating profit was $17,283,052, a de- 
crease of $1,569,117 from 1959. As- 
sets at the year end were $566,082,071. 


FOR INTELLIGENT 
REINSURANCE ANALYSIS AND 


Service 
beyond 
the 


treaty 


FIRE- CASUALTY 
TREATY ~- FACULTATIVE 


Reinsurance 
AGENCY INC. 


141 W. JACKSON BLVD. 
CHICAGO 4, ILLINOIS 
WABASH 2-7515 


Charies A. Pollock, Jr. 


PRESIOENT 





XUM 








Febr 


, 196] 


$s 

riting 
pared 
, Pre- 
)221,- 
” sur- 
$221,- 


y gain 
€ Op- 
f $7,- 
1iums 
mium 
urred 
pense 
other 


enses 
remi- 
67.85 


ratio 
97.56 


| by 
Net 
a de- 
As- 
2,071. 





February 10, 1961 FeNATIONAL UNDERWRITER 
Q. Mr. Watt, how long have you been selling Q. What competitive advantages does 
INA’s Homeowners Policy? INA's Homeowners offer ? 


A. Several! Others put personal liability limits 
at $10,000. INA’s is $25,000 in most states. 
A. Just ten years, now. We started a month after And with medical limits, INA’s is 
INA invented it. twice the others in most states. 





Q. Strong sales points. Then Homeowners 
really has been a good thing 
for the Watt & Dobson Agency? 


Cutting paperwork reduces our overhead. 
We find that we can write more business 
and net a better profit. Gives us more time 
for selling and service, too. 


A. It sure has! INA’s whole philosophy of 
constantly broadening coverages while 
streamlining, simplifying, “packaging” 
removes quite a clerical burden from us. 





Q. How about the agent-INA relationship on claims? 


Success with Homeowners led us naturally into A. As INA says in its advertising, 
Life. When INA offered the new Life facilities, “When the chips are down, 

it proved a golden opportunity for us the chips are there.” That’s 
to broaden service and build our profits further. always been true in our case. 
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PACKAGE POLICY PREDICTIONS 


HeNATIONAL UNDERWRITER 


General Agent Outlines What's 
In Store In Commercial Field 


Predictions of things to come in the 
commercial package policy field, oc- 
casionally applying only to Texas, were 
spelled out by Forrest M. McPhaul, 
marine and surplus line manager at 
San Antonio for Quirk & Co., during 
the casualty and surety meetings spon- 


sored by Texas Assn. of Insurance 
Agents at both Houston and Dallas. 
Among the predictions enumerated 
by Mr. McPhaul were a narrowing of 
the present wide cost variance among 
essentially the same coverages, a pub- 
lic and institutional property form em- 


bracing both real and personal prop- 
erty of those classes described in the 
title of the form, a special motel policy, 
and a basic multi-peril policy designed 
for commercial apartment projects. 
Mr. McPhaul said the past 10 years 
has seen a battle between two dom- 
inating insurance marketing philos- 
ophies. Underlying this controversy, 
but not so apparent, has been the con- 
tinuing struggle between diverse ele- 
ments among companies comprising 
the capital stock agency markets. De- 
termined not to lose their dominance 
of the commercial business by default 
to others, these elements, both bureau 


“AFCO HAS BEEN A TREMENDOUS AID TO THE GROWTH OF MY AGENCY.’ 


Thanks to Afco, we can package the policies of any num- 
ber of companies.” We’ve found that people buy more 


landed one of our largest accounts, with premiums of 
$51,000, by suggesting an Afco budget plan.* Another 


coverage when you talk about cost per month. Why,we thing—Afco reduces our paper work and overhead.”* 
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companies and independents alike, have 
created chaos, confusion, and conster- 
nation—and nowhere more so than 
in Texas. 

The prize of this battle, comprising 
as it does, the fire and extended cov- 
erage premium dollar on the mer- 
cantile contents class, is rich indeed. 
For without the great volume of fire 
and extended coverage premium avail- 
able as the very foundation on which 
to build a commercial package policy, 
there would have been no dissension 
in the industry. 

Many of the developments have oc- 
curred with such rapidity, and within 
such a short period of time, insur- 
ance men, both company men and 
agents, have been often unable, off 
hand, to put various contracts in their 
proper place, Mr. McPhaul said. Mute 
testimony to this state of affairs is 
evidenced by the fact that today in 
Texas, the agent is faced with some- 
times as many as four different 
choices of all-risk contracts on the 
same stock of merchandise, with each 
contract providing essentially the same 
coverage. 

Variance In Cost 


While each of these contracts differ 
in but minor details with respect to 
coverage, there can be, and often is, a 
great variance in cost. Additionally, 
there is now, in Texas, a lengthy list 
of commercial package policies avail- 
able, the most prominent policies be- 
ing: commercial block, merchants prop- 
erty, camera and musical instruments 
dealers, equipment dealers, retail deal- 
ers, jewelers block, furriers block, of- 
fice contents, physicians and surgeons 
equipment floater, fine arts dealers pol- 
icy and stamp and coin dealers float- 
er—and last but certainly not least, 
the merchandise floater policy, in con- 
junction with a standard fire policy. 

Accordingly, Mr. McPhaul said, his 
first forecast of things to come is that 
to a large extent this situation of wide 
cost variance among essentially the 
same coverages shall narrow and yet, 
there should remain a legitimate avail- 
able device for the pricing of those 
risks which do not lend themselves to 
average rating because of abnormal 
exposure. 


Strife Almost Over 


The strife between the independents 
and the organization companies with 
respect to rates, forms, and rules of 
commercial package coverage on per- 
sonal property is almost over, he 
stated. This is because the commercial 
property program of Inter-Regional In- 
surance Conference has been filed in 
most jurisdictions and approved in a 
great number, including Texas as a 

(CONTINUED ON PAGE 35) 
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Cost Less, Lapse 
Lower, On Life 
From Local Agents 


The first year lapse ratio on life 
business secured from independent 
agents by Life of North America is 
approximately 18%, Edmund L. Za- 
linski, executive vice-president, told 
New York City Life Underwriters Assn. 
This is, however, substantially less 
than the first year lapse rate of busi- 
ness from agents who devote all their 
time to selling life insurance for the 
company. 

Mr. Zalinski said that all-lines selling 
by life agents is inevitable. It is also 
beneficial for the producer and the 
client. Life business from independent 
agents costs the company less to ac- 
quire than from life agents. Another 
compelling argument from the view- 
point of the company is the high cost 
of building life-only agencies. All-lines 
agencies spread the costs of agency 
building over several lines. 

One reason for the lower lapse ratio 
on business from independent agents, 
he said, is that they know their cli- 
ents well and do not oversell the prod- 
uct. 

The company benefits also from di- 
versification of risks. This principle 
has equally beneficial effects in the 
investment area where, as a result of 
all-lines underwriting, company fleets 
may be able to shift from bonds to 
equities, and the reverse, with greater 
freedom in order to take maximum 
advantage of market conditions. 

More than 170 life companies now 
are affiliated with fire-casualty groups, 
and 21 of 25 top fire and casualty fleets 
are in the life business. While 16% of 
the total life business. of the country 
is produced by companies so affiliated, 
new life production by these companies 
has grown 33% in two years compared 
with a growth rate of 11% for the 
life business as a whole. 


Not Low-Paying Business? 
Reader Has His Doubts 


A recent article in THE NATIONAL 
UNDERWRITER entitled “Insurance Is 
Not Low-Paying Business According 
To OASI Data, Researcher Says” has 
prompted one reader to express doubts 
as to this assertion. 

The reader, who chose to remain 
anonymous, bases his argument upon 
the statement of the researcher 
quoted in the story (Theodore Baker- 
man, director of bureau of research 
of Duquesne University’s school of 
business administration) that the me- 
dian annual wage for agents and brok- 
ers was $5,000. 

Attaching a rather full break-down 
of “mobile building and construction 
trades council wage rates,” the read- 
er’s argument is succinct, but never- 
theless explicit: 

“Agents: Median wage, $5,000. Work 
all day, every day—holidays and nights 
if needed. Doorbell ringing. No over- 
time and no 40-hour week. No nothing. 

“Carpenter foreman: $4.30 an hour. 
Forty hour week. $172 each week, 
$8,600 a year—plus over-time. No of- 
fice rent. No equipment. No salaries. 
No advertising. No civic club dues. 
No nothing out.” 

The prosecution rests. 


Pa. Liability Bills 

A compulsory automobile insurance 
bill has been introduced in the Penn- 
sylvania legislature. Another bill pro- 
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poses that liability and collision pol- 
icies sold in Pennsylvania shall con- 
tain certain provisions against cancel- 
lation of policies and prohibition of 
non-renewal without 30-day notice 
prior to expiration. 

Another bill proposes that in cases 
involving persons killed in accidents, 
the amount of damages recoverable 
by the personal representative of de- 
cedent shall not be diminished by the 
probable cost of the decedent’s own 
maintenance during the time he would 
likely have lived except for the acci- 
dent. A fourth measure provides for 
determination and effect of com- 
parative negligence in tort actions and 
eliminating contributory negligence as 
a bar to recovery. 


Join Controllers Unit 

Controllers Institute of America has 
elected to membership J. Howard Dit- 
man, New York Life; Frank A. McCon- 
nell, Teachers Insurance & Annuity; 
and James W. Harding, Kemper group. 
The institute comprises controllers and 
finance officers from insurance, bank- 
ing, utilities, transportation and other 
businesses. 


Spitteler Executive 
V-P Of Clough Firm 


Hugh A. Spitteler has joined the re- 
insurance brokerage firm of Herbert 
Clough Inc., New York affiliate of 
General Re. 

As executive vice-president, he will 
be in charge of developing and servic- 
ing the reinsurance brokerage business 
of the Clough organization. 

Mr. Spitteler received his early 
training with Sedgwick, Collins (Agen- 
cies) in London. For the past five years 
he has managed that firm’s Canadian 
affiliate, Dale, Sedgwick in Toronto. 


Great American Names 


Hastings At St. Louis 


Great American has appointed W. R. 
Hastings field supervisor at St. Louis. 
He has been a casualty underwriter at 
Denver and a field man operating out 
of Albuquerque. 

The Ralph C. Wilson agency of De- 
troit has promoted Edward C. Bartz 
and Donald V. Glossop to vice-presi- 
dents. 


il 


Syracuse C.d&S. Club 
And Field Club Merged 


Insurance Council of Syracuse has 
been formed by merger of Casualty 
& Surety Club of Syracuse and Insur- 
ance Field Club of Syracuse. 

At its first meeting the council 
elected Gerald K. Heidler, Maryland 
Casualty, president; David Tobin Jr., 
Security-Connecticut, 1st vice-presi- 
dent; Harold T. Williams, U.S.F.&G., 
2nd vice-president; Harvie D. Manss, 
Hartford Fire group, treasurer, and 
George F. Christie, American Surety, 
secretary. 


$1 Million Reinsurance In 9 Months 
Hardware Mutuals of Stevens Point 
reports its reinsurance department 
passed $1 million in premium in its 
first nine months of operation. The 
department was organized in May, 
1960, and wrote its first business in 
August. 
Davis In Eastern Pa. 
Beacon Mutual Indemnity has ap- 
pointed Lawrence C. Davis agency su- 
pervisor for eastern Pennsylvania. 
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Give Rules For PR, Education Awards 


What public relations activities are 
considered in awarding the Bowen PR 
trophy have been clarified by National 
Assn. of Insurance Agents. The NAIA 
executive committee also has approved 
a set of judging prerequisites for the 
new L. P. McCord education trophy 
sponsored by the Florida association. 

The present Bowen PR award judg- 
ing committee, headed by David A. 
North of New Haven, past president of 
NAIA, prepared a set of guides which 


have been adopted by the executive 
committee and will form the basis of 
evaluation of future entries in this 
contest. 

The clarified rules fall into four 
categories, and are listed in the order 
of their importance: 

1. Telling the public about insur- 
ance. This is the general subject of 
insurance, not any specific line, and 
embraces such things as_ publicity 
about the business of insurance 


through news releases, brochures, and 
institutional advertising; information 
about insurance legislation, both to 
legislators and the general public; pub- 
licity about changes in forms or types 
of coverages; and publicity about un- 
usual situations such as storms, con- 
flagrations, or other catastrophes, with 
special reference to the part the insur- 
ance industry is playing in relation to 
it—and its economic significance. 

2. Participation with the public in 
civic affairs. This embraces the many 
usual activities of insurance associ- 
ations in fire prevention, traffic safety, 








individual requirements. 


cial Institution. 
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! program cannot possibly be standardized 
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industrial safety, and such allied af- 
fairs. Not only should such activities 
be carried on, but the public should be 
made aware of the part the insurance 
association is doing in these fields for 
the betterment of the community and 
society in general. 


Teaching The Public 


3. Teaching the public about insur- 
ance. This covers such matters as pro- 
viding teachers, or lecturers, for adult 
education classes and secondary 
schools; maintaining and using a speak- 
er’s bureau for the above, and giving 
talks to organizations outside formal 
school groups, such as civic clubs, and 
preparing and distributing brochures 
on specific types of insurance for school 
boards, contractors, manufacturers and 
municipalities. 

4. Keeping the public aware of what 
insurance people are doing. News 
items about insurance people and or- 
ganizations do not create broad public 
relations, but do keep the public in- 
formed of the fact of the existence of 
the business, its personnel, its associ- 
ations and their activities. Therefore 
they have some PR value. 

The L. P. McCord trophy will be 
presented annually by NAIA to the 
state association, exclusive of Florida, 
which during the preceding year has 
provided its members with the best 
opportunity to broaden their knowl- 
edge of the insurance profession. The 
award was established to stimulate 
more effective insurance education ef- 
fort by state associations. 

An original trophy will be held for 
one year by the winning state associ- 
ation whose name will be inscribed on 
it. A smaller replica of the trophy, to 
be retained permanently by the win- 
ning state, will also be provided by 
the Florida agents. 


Give Basis Of Judging 


The basis of judging the winner, 
suggested by the Florida association 
and approved by the NAIA executive 
committee, will be sponsorship of the 
schools, whether exclusively by the 
state association or in cooperation 
with other groups; number of schools 
held each year; number of hours of 
instruction; the extent and effective- 
ness of the method used to make the 
schools available and easily accessible 
to all members of the association; the 
comprehensiveness of the instruction 
as determined, to a major degree, by a 
review of the outlines and materials 
provided each student; total numerical 
attendance at each school and for the 
year, and percentage of member agen- 
cies represented at each school. 

The trophy is named in honor of 
L. P. McCord of Jacksonville, who for 
nearly 15 years served as chairman of 
the NAIA education committee and 
who upon his retirement from that 
position in 1953 was named dean 
emeritus of NAIA. Mr. McCord was 
first honored in 1940, near the begin- 
ning of his educational career, when 
he received the coveted Woodworth 
memorial award. Mr. McCord is past 
president of the Florida association 
and an honorary lifetime member of 
its board. 


Beytebiere Joins Zurich 

Zurich has appointed Charles J. Bey- 
tebiere senior casualty underwriter at 
Seattle. He has been with General of 
Seattle for five years and before that 
he was an underwriter with the Arm- 
strong general agency in Seattle. 

The Senate has passed a resolution 
authorizing $450,000 for the activities 
of its anti-trust and monopoly sub- 
committee in the next 12 months. 
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AIU Progress Is Noted 
Despite World Changes 


Despite upheavals in many parts of 
the world and confiscation of its busi- 
ness in Cuba, American International 
Underwriters in 1960 continued the 
substantial underwriting progress that 
marked 1959. 

In his annual report, William S. 
Youngman, chairman of AIU, noted 
that a substantial number of key per- 
sonnel formerly assigned to Cuba are 
carrying on their work elsewhere in 
the organization. 

Venezuela had a financial crisis dur- 
ing the year, Mr. Youngman noted. 
Many insurers were hard hit because 
they had been writing credit guaranty 
insurance. The losses exceeded $100 
million and were comparable to those 
suffered in the San Francisco fire and 
earthquake. Fortunately, AIU had 
made a policy decision to avoid writing 
or reinsuring this credit guaranty busi- 
ness, and the organization is in a 
strong position in Venezuela. 


Other Developments 


In the rest of the Caribbean area 
and of Latin America, AIU has con- 
tinued to make a strong showing, Mr. 
Youngman reported. He believes that 
a marked improvement is under way 
in the near and middle East and that 
AIU is in a good position to share in 
this trend. 

Mr. Youngman noted substantial 
progress in Europe. New AIU man- 
agements in France, England and Ger- 
many have been a contributory factor. 
France has straightened out some of 
its internal problems, and England has 
begun to improve both the volume and 
quality of its business. In Germany, 
the AIU office that dealt with the 
American military and that which 
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Selected Risks Has | 


Underwriting Profit 
Selected Risks of Branchville, N. J., 
had an underwriting profit before 
taxes of $189,218 in 1960 compared 
with a profit of $157,003 in 1959. Pre- 
miums written, including reinsurance, 
rose by $1,153,842 to $13,703,682. Pol- 
icyholders surplus increased by $482,- 

392 to a new high of $5,136,398. 

Ratio of losses and loss expenses to 
premiums earned was 63 and expense 
ratio to premiums written was 34.4 
compared with 62.8 and 34.2 in 1959. 
Investment income before taxes was 
$442,645, up from $365,173 the year 
before. Admitted assets increased by 
$2,216,280 to $18,571,958. 

The company declared an extra divi- 
dend of 10 cents a share in addition to 
the usual quarterly payment of 30 
cents. Both were paid Feb. 1. 


Cunningham Is Director 


A. P. Cunningham Jr., vice-president 
and secretary of Audubon of Baton 
Rouge, has been elected a director. He 
entered the business in his father’s lo- 
cal agency at Dallas. For 18 years he 
was with America Fore in Louisiana 
as underwriter and field man. He went 
with Audubon in 1951 as assistant sec- 
retary in charge of agency production. 
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operated in the local economy have 
been brought together to improve the 
organization’s position in both markets. 

In the U.S., Mr. Youngman reported, 
there was some loss of volume in the 
highly competitive New York broker- 
age home-foreign field for a variety of 
reasons, such as non-recurrence in 
1960 of some large three-year premi- 
um business and refusal to compromise 
inadequacy of rates. 
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J. H. Lea & Company, as a com- | 


plement to its basic reinsurance 
facilities, offers a cost-free pro- 
fessional management and statisti- 
cal counselling service designed to 
help you reappraise your internal 
procedures and expense controls. 
Highly qualified experts assess 


pertinent business facts, figures 


and trends—integrate a new di- 
mension in your search for in- 


creased efficiency and value. De- 


, tails may be obtained by writing 


TREATY + FACULTATIVE 


ee Co INC 


209 South LaSalle St. - Chicago 
ANdover 3-6232 


J.H.LEA & CO. [1D. 


81 Gracechurch St..» London 
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PARKING 


(while space is available) 
FOR REGISTERED GUESTS 
IN DOWNTOWN 


a 


FAMILY RATES 
No Charge for Children 12 and Under 


in the center of all downtown activities. Newly 
decorated. Ultra modern, comfortable guest 
rooms. Excellent food at moderate prices in 
ovr modern coffee shop and cofeteria. 

Radio, Television Room Available. 

Air Conditioned rooms in season, 
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TULLER 


FACING GRAND CIRCUS PARK 
DETROIT, MICHIGAN 


Harry E. Paulsen, Gen. Mgr. 
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Conventions 


Feb. 13-15, Health Insurance Assn., group in- 
surance forum, Biltmore Hotel, New York 
City. 

Feb. 22-24, Michigan agents, midyear, Statler- 
Hilton Hotel, Detroit. 

March 2-4, Federation 
midwinter meeting, 
New Orleans. 

March 6, Cleveland I Day, 
Cleveland. 

March 9-10, Ohio State University Insurance 
Conference, annual, Columbus, Ohio. 

March 9-11, Tri-State mutual agents of Penn- 
sylvania, Maryland & Delaware, annual, 
Penn Harris Hotel, Harrisburg. 

March 13-15, National Assn. of Mutual Insur- 
ance Agents & Texas mutual agents, com- 
bined midyear, Shamrock-Hilton Hotel, 
Houston. 

March 13, Rhode Island agents, midyear, Sher- 
aton-Biltmore Hotel, Providence. 

March 14, New Jersey agents, midyear, Cherry 
Hill Inn, Haddonfield. 

March 14, Pittsburgh I-Day, Hilton Hotel. 

March 17-18, Mississippi mutual agents, annual, 
Edgewater Gulf Hotel, Edgewater Park. 

March 23-24, Conference of Mutual Casualty 
Companies, underwriting conference, Conrad 
Hilton Hotel, Chicago. 

March 23-25, Southern Agents Conference of 
NAIA, annual, Robert Meyer Hotel, Jackson- 
ville, Fla. 

April 5-7, National Assn. of Independent 
Insurers, workshop, Edgewater Beach Hotel, 
Chicago. 

April 5-7, Pacific Coast Advisory Assn., 
Biltmore Hotel, Santa Barbara, Cal. 

April 9-11, Florida mutual agents, annual, Galt 
Ocean Mile Hotel, Ft. Lauderdale. 

April 9-11, Midwest Territorial Conference of 
NAIA, annual, LaSalle Hotel, Chicago. 

April 9-11, New York mutual agents, annual, 
Hotel Syracuse, Syracuse. 

April 9-13, National Assn. of Surety Bond Pro- 
ducers, annual, St. Francis Hotel, San Fran- 
cisco. 

April 11-12, Arkansas mutual agents, annual, 
La Fayette Hotel, Little Rock. 

April 14, National Assn. of Insurance Com- 
missioners, unauthorized insurance commit- 
tee, Sherman Hotel, Chicago. 

April 16-18, Alabama mutual agents, 
Town House Motel, Mobile. 

April 16-18, Eastern Agents Conference, annual 
Sheraton Hotel, Philadelphia. 

April 17-18, Iowa mutual agents, annual, 
very Hotel, Des Moines. 

April 17-18, Ohio mutual agents, annual, Neil 
House Hotel, Columbus. 

April 17-19, National Assn. 
Agents, midyear, Philadelphia. 


of Insurance Counsel, 
Royal Orleans Hotel, 


Manger Hotel, 


annual, 


annual, 


Sa- 


of Insurance 


April 19, Chicago I-Day, annual, Conrad Hil- 
ton Hotel. : 
April 20-21, Missouri mutual agents, annual, 


Hotel Governor, Jefferson City. 
April 20-21, Southern Claims Conference, an- 
nual, Dinkler-Plaza Hotel, Atlanta, Ga. 
April 23-27, American Assn. of Managing Gen- 
eral agents, annual, Camelback Inn, Phoenix. 
April 27, Insurance Rating Bureau of District 


ot Columbia, annual, Army & Navy Club, 
Washington, D. C. 
April 27-28, National Assn. of Casualty & 


Surety Agents, midyear, Sheraton-Belvedere 
Hotel, Baltimore. 

May 3-5, Casualty Actuarial Society, midyear, 
Concord Hotel, Kiamesha Lake, N. Y. 

May 4-5, Central Claim Executives Assn., an- 
nual, Arlington Hotel, Hot Springs, Ark. 

May 4-5, Conference of Mutual Casualty Com- 
panies, claim conference, Conrad Hilton 
Hotel, Chicago. 


May 5-6, Louisiana agents, annual, Edgewater 


Gulf Hotel, Edgewater Park, Miss. 

May 5-7, Montana mutual agents, annual, Dia- 
mond S. Ranchotel, Boulder, Mont. 

May 17-9, Alabama agents, annual, Russell- 


Erskine Hotel, Huntsville. 

May 7-9, Virginia & D. C. mutual agents, an- 
nual, Williamsburg Inn, Williamsburg. 

May 7-10, New York State agents, annual, 
Syracuse Hotel, Syracuse. 

May 8-10, Health Insurance Assn., 
Biltmore Hotel, New York City. 

May 8-11, National Assn. of Insurance Brokers, 
annual, Fairmont Hotel, San Francisco. 

May 9, Assn. of Casualty & Surety Companies, 
annual, Waldorf-Astoria, New York City. 

May 9, Wisconsin agents, midyear, Hotel Lor- 
aine, Madison. 

May 12-13, Mountain States mutual agents, an- 
nual, Harvest House, Boulder, Colo. 

May 12-13, Oklahoma agents, annual, Biltmore 
Hotel, Oklahoma City. 

May 14-15, Nebraska 
Town House, Omaha. 

May 14-16, Iowa agents, annual, Savery Hotel, 
Des Moines. 

May 14-16, Pennsylvania agents, annual, Bed- 
ford Springs Hotel, Bedford. 

May 14-17, Insurance Accounting & Statistical 
Assn., annual, Biltmore Hotel, Los Angeles. 
May 16-19, National Assn. of Independent Ad- 
justers, annual, Sheraton Towers Hotel, Chi- 

cago. 
May 18-19, Arkansas Agents, annual, Arlington 
Hotel, Hot Springs. 


annual, 


mutual agents, annual, 
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Home To Vote On 
Stock Dividend 


Consideration will be given to pay- 
ment of a 10% stock dividend by 
Home when its directors meet Feb. 13. 
President Kenneth E. Black has writ- 
ten stockholders that the proposed 
merger agreement of New Amsterdam 
Casualty into Home failed to get ap- 
proval of the required two-thirds of 
the outstanding shares. It was in con- 
nection with that proposal that the 
10% dividend was first proposed. It 
will be considered, however, even 
though the merger now has been 
abandoned. 


Geldart, Kramer Advanced 

By Employers Liability 
Employers Liability has named David 

E. Geldart assistant director of agen- 


cies for A&S sales. John R. Kramer 
has been appointed superintendent of 


underwriting in the middle depart- 
ment. 
Mr. Geldart joined the group in 


1948 and was in several underwriting 
and production capacities before be- 
coming agency supervisor in the A&S 
department, his most recent position. 
Mr. Kramer, with the group since 1943, 
has been an underwriter at Pittsburgh 
and at Philadelphia. 


Rudloff With Phoenix 


Don F. Rudloff has been appointed 
special agent by Phoenix of Hartford 
group for southwest Texas. He will 
have offices with District Manager F. 
Hardie Miller in Houston. Mr. Rudloff 
is experienced in inland marine and has 
been in the agency business in San 
Antonio. 


Friedlander Opens Agency 

George H. Friedlander has opened 
his own agency in Nashville. He was 
associated with the Joe C. Carr agency 
there from 1955 to 1960. Before that he 
was with Hartford Accident as bond 
special agent in Tennessee, Kentucky 
and Ohio. 
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Fireman’s Fund Insures 
Another Bounty Mutiny 


Fireman’s Fund is insuring another 


mutiny aboard the Bounty. 

The company has written $2.5 mil- 
lion of coverage on a replica of the 
H.M.S. Bounty for the Metro-Goldwyn 


Mayer remake of the movie, Mutiny on | 


the Bounty. The ship will be covered 
for $500,000 under a standard hull 
policy, and extra expense coverage of 
$2 million will indemnify M-G-M for 
any expenses arising out of loss or 
damage to the ship caused by a peril 
covered under the hull insurance. The 
latter protection is similar to the cast 
insurance written on movie produc- 
tions. 

The hull policy reads much the 
same as the one which covered the 
original Bounty when it sailed on its 
historical voyage for Tahiti in 1787: 
“Touching the Adventures and Perils, 
which we, the said Underwriters, are 
contented to bear and take upon us, 
they are of the Seas, Men-of-War, 
Fire, Lightning, Earthquake, Pirates, 
Rovers, Assailing Thieves, Jettisons. . . 
Restraints and Detainments of all 
Kings, Princes and Peoples .. .” 

The ship was built in Nova Scotia 
specifically for the current movie, which 
is being shot at Tahiti. In command is 
Trevor Howard instead of Charles 
Laughton as Captain Bligh, and Mar- 
lon Brando has the old Clark Gable 
role of Fletcher Christian. Among the 


advantages the ship has over the orig- | 


inal Bounty are two diesel engines, 
radar, deep freezes and luxury state- 
rooms. 


Hallgrimson Wash. Special 


Western Pacific has appointed Frank 
Hallgrimson special agent at Seattle 
for southern King County, Pierce 
County and the peninsula area. In in- 
surance since 1949, he has had experi- 
ence with the Washington Insurance 
Examining Bureau and the Gould & 


Gould agency of Seattle. He has been | 
with Western Pacific seven years as | 


underwriting manager at Seattle. 
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Risk 








We have unexcelled capacities in both 
domestic markets and Lloyd’s, London 
—for these and other Inland Marine 
Commercial Risks. 


Call or write for information 


~~ AR.SHAWS CO. 


EXTENSIVE MARKETING FACILITIES 


175 W. JACKSON BLVD. 


* CHICAGO 4 + WABASH 2-1068 

















What do you mean, "When it comes to 
Fidelity and Surety Bonds, Reliance 
is objective''? 
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I mean Reliance takes all the factors into 
consideration in determining the 

acceptability of a risk rather than just 
doing "Book Underwriting." 










With Reliance interested in “writing” your particular customer, 
and you making money because of it, doesn’t it make sense to 
call your Reliance Fieldman concerning Fidelity and Surety 


Bonds today ? 
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When Agent Is Liable For Faulty Coverage 


At the annual meeting in Cheshire 
of Connecticut Assn. of Mutual Agents, 
Frank Wagner, deputy of the state 
insurance department discussed the 
liability of agents for losses on which 
he has not effected proper insurance. 

The law makes the agent personally 
liable for the performance of an in- 
surance contract he places with an 
unlicensed company, Mr. Wagner said. 
However, it relieves the agent of that 
liability if the risk is placed through a 


HIT 


licensed surplus line broker. A list of 
such brokers is available at the depart- 
ment on request. 

Connecticut agents constantly are 
solicited by mail to place risks through 
surplus lines agents not licensed by 
the state. One agent did this. The com- 
pany with which the risk was placed 
went into receivership. The agent set- 
tled with the policyholder for more 
than $5,000. Several other Connecticut 
risks were placed in the same company 


A PEAK 


through licensed surplus line brokers, 
and those agents could not be held 
liable. 


Connecticut Cases 


Several Connecticut decisions bear 
on the agent’s liability, Mr. Wagner 
noted. In one case decided by the 
supreme court an agent was notified 
by the insurer that it did not want to 
renew ‘a workmen’s compensation pol- 
icy. The agent placed the policy with 
another company but was soon notified 
by it to pick up the policy since it was 
a poor risk. The agent tried to get back 





. .. when the construction season hits its peak. Start blueprinting your 
sales campaign now. See as many contractors as you can before the 
season starts... your time will pay off in profits. From September ’59 to 
September °60, earned premiums on Contract Bonds alone were over 
$140 million...and much private construction is still not bonded. 


can recommend to meet the tremendous insurance needs of contractors: 


4 In addition to Contract Bonds, there are a wide range of coverages you 


Fidelity Bonds, Contractors’ Equipment Floater, Contractors’ Compen- 


* ‘sation & Liability Coverage, Scientific Instruments Insurance, Installation 
Floater, Bridge & Tunnel Insurance, Accounts Receivable Insurance, 

} ‘ Valuable Papers & Records Coverage and Payroll Robbery Insurance. 
a. The expanded facilities and services of CU/NB GROUP will make it 


easier than ever for you to talk to — and sell — contractors. 

The construction market is huge — now over $55 Billion annually nation- 
wide—and a 4% increase is predicted for this year! This market, re- 
flected in construction activity in your area, can help you hit a PEAK 
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the policy but insured claimed she had 
misplaced it. 

In the meantime, the insurer sent 
notice of cancellation to insured. The 
agent had a running account with 
insured, and during this time insured 
had sent the agent a check for $100, 
which was credited to her account. 
The agent tried to place the WC else- 
where. Before he could do so, a loss 
occurred. Insured sued the second 
company on grounds of defective not- 
ice, and joined the agent. Both com- 
pany and agent were let out, he be- 
cause he had made “a diligent effort’ 
to place the risk. 

In another case involving a wood- 
working risk, the agent, acting as a 
broker, agreed with new owners of 
the property to keep it insured. Before 
all of the policies could be properly 
endorsed to reflect the change in 
ownership, the property was totally 
destroyed. The court held that all but 
two of the policies were effective but 
that on two of them the agent was 
liable because of his agreement to keep 
the property insured. 


Insured Laughs Last 


An agent tried to sell a merchant 
burglary coverage. The merchant then 
experienced a burglary. The agent 
called him and twitted him about not 
having coverage. So the merchant 
bought it. But the application contained 
a warranty that there had not been a 
burglary on the premises within a 
specified time. When another burglary 

(CONTINUED ON PAGE 30) 


WC Benefits Upheld In 


‘Route Deviation’ Case 


The appellate division of the New 
Jersey superior court has ruled that 
“route deviation” did not disqualify an 
employe for workmen’s compensation 
benefits. The lower courts and the 
compensation commissioner had dis- 
missed a case involving employes of 
Bell Cleaners, a cleaning and pressing 
establishment on the Fort Dix (N.J.) 
military reservation. 

It had been the custom for employes 
to take other employes home from Fort 
Dix to Trenton and Yardley, Pa. How- 
ever, on Oct. 26, 1957, James E. White, 
an employe, took another employe 
home to Browns Mills, N.J., five or six 
miles south of Trenton, and was in- 
volved in a head-on collision. 

The lower tribunals dismissed the 
compensation claim on the ground 
White had not been authorized to make 
this deviation in his regular route. 

Pointing out that route deviation 
cases are legion, the appeals court de- 
clared that “by providing transporta- 
tion in the company vehicles, employes 
were enabled to get to work on time in 
the morning and they enjoyed a means 
of getting home at night whenever they 
worked late. The arrangement was 
not entirely altruistic because it en- 
abled the employer to keep personnel 
who might not otherwise put up with 
difficult problems of transportation.” 
The court remanded the case for entry 
of an award on a stipulation of facts. 
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(CONTINUED FROM PAGE 4) 
ment, and must synchronize the sales 
facilities of the company with the 
capabilities of the agency. 

Mr. Hays’ prescription for ideal life 
company sales planning is also theo- 
retically ideal for fire and casualty 
companies. But it is immediately ap- 
parent that the latter are hamstrung 
in attempting to follow it. No matter 
what approach a life company takes 
toward market planning, the life agent 
must fall in with the plan or else, since 
he is dealing with only one company. 
But, as indicated, the fire and casualty 
agent has a choice of companies, and 
the process of cooperating with com- 
pany marketing departments becomes 
a maze of complications unless the 
agent decides to tie himself to one 
insurer. 


Poses Dilemma 


For one thing, each of his companies 
will differ widely or to some degree in 
its sales objectives in the agent’s ter- 
ritory, in its underwriting practices, 
in its advertising and in every other 
phase of activity related to marketing. 
True, an agent could take what he 
regards as the best parts of each com- 
pany’s marketing program and develop 
the potpourri into a plan of his own, 
but in that case he would not be under 
specific sales management. 

Obviously, this is a formidable prob- 
lem for fire and casualty insurers in 
their market planning. A planned mar- 
keting procedure in insurance, as in 
any other business, must be a cohesive 
effort, starting with research, and 
proceeding through product design, 
pricing, packaging, and advertising to 
the final step where the salesman puts 
the product into the customer’s hands. 
All of these separate steps are vital, 
but there can be no question that the 
ultimate step when the salesman goes 
into action on a planned basis is the 
most important of all. 

If fire and casualty insurers cannot 
make their agents key figures in their 
marketing departments, they are not 
going to have a marketing program. 
What they will wind up with is a 
series of marketing suggestions for the 
agents to take or leave—as they al- 
ways have. 


Suggested Remedy 


What is the solution? Obviously it is 
not coercion. Agents cannot and should 
not be made to participate. But they 
can be persuaded to do so, perhaps, if 
the individual fire and casualty in- 
surer will reverse what appears to be 
the present approach to market plan- 
ning. Instead of working from the in- 
side out, they might consider working 
from the outside in. 

After determining its own goals and 
its marketing potentials for reaching 
them, the company should immediate- 
ly bring into the picture at the very 
inception of market planning the sales 
force which will determine the success 
or failure of any program. Obviously, 
the entire agency plant cannot be 
called into solemn session with the 
company market planners. But key 
agents in the geographic areas which 
the company wishes to exploit can be 
asked to participate. These agents and 
the company marketers can then begin 
to hack their way through the mer- 
chandising jungle toward their joint 
goals. 

The company will then immediately 
be in the most realistic type of market 
research. A home office functionary 
can dig out of market studies and 
statistical tables all kinds of informa- 
tion about sales opportunities in vari- 


Agent Should Be Market Planning Key Man 


ous states and cities. But a good agent, 
who has never even looked upon him- 
self as a market researcher, can come 
up with far superior and more practi- 
cal information on insurance sales 
potentials. The sum of the knowledge 
of its key agents about local marketing 
conditions constitutes the greatest 
body of marketing research available 
to any company. 


Could Drill Key Agents 


Instead of digging theoretical in- 
formation out of books and presenting 
it to agents as a new discovery, the 
company market researchers might 
well grill key agents, extract every 
bit of specific knowledge from them 
and then write its own book on the 
subject, bringing it up to date from 
time to time as conditions change. 
What the company will then have is a 
national marketing research study de- 
signed specifically for its own use. 

This “outside-in” procedure should 
also be used in the other phases of 
marketing. Who knows the most about 
what products the residents of a par- 
ticular locality want, how they feel 
about price, what advertising media 
they are likely to read or see? The 
agent does because he has obtained 
the information the hard way—through 
competition. 

Using key agents as the foundation 
of market planning does not imply 
that the company will relinquish its 
right to act as the architect of the 
over-all program. All information 
gleaned from agents must be assem- 
bled, digested, correlated and put into 
orderly and easily used form. The end 
product, as noted, will give the com- 
pany a body of information for na- 
tional use. It will have the whole 
picture, contributed in segments by 
key agents, none of whom is funda- 
mentally concerned with insurance 
marketing in locales other than those 
in which he is doing business. The 
company thus arrives at its rightful 
position in the management and plan- 
ning of sales on a national scale. 


Company Favored 


This desirable result will come about 
through team work rather than com- 
pulsion or attempts thereat. There 
should be another gratifying by-prod- 
uct of this “outside-in” approach. The 
key agents, who are invited to help 
build the company’s marketing pro- 
gram at its very inception, are likely 
to consider themselves a vital part of 
its structure and to assume responsi- 
bility for its ultimate success. Thus 
they will tend to favor the company 
with which they have acted as plan- 
ning partners and become amenable to 
sales management in the best sense of 
that term: Direction and help in 
achieving specific goals, not inflexible 
patterns of procedure toward theoreti- 
cal objectives conceived in home of- 
fices. 

Company-agent conferences aimed 
at mutual agreement on marketing 
programs are a step in a profitable 
direction. But “timing” is of the utmost 
importance in such conferences. The 
time to hold them is when the com- 
pany’s program is first taking shape, 
not when it has jelled. Agents should 
be shown the blueprints and the build- 
ing materials of the proposed market- 
ing program, not the half completed 
or completed structure. Companies 
should stick to their role of architects 
but let the agents in as consulting 
engineers and depend on them to be 
the hod carriers and brick layers who 
will build the marketing structure on a 
sound and lasting basis. 
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Editorial Comment 


Need For Agents Grows, Number Declines 


In view of the steady movement of 
insurers into a combination of life- 
fire-casualty, the observations of Fred- 
eric M. Peirce, president of General 
American Life, before American Assn. 
of University Teachers of Insurance 
are suggestive. In spite of a greater 
need today than ever before for the 
personalized service of the agent, the 
increase in the number of life agents 
is not keeping pace with the rise in 
population that has taken place in the 
last 10 years, he said. 

Fire-casualty companies and even 
many of the leaders in agency ranks 
long have contended that there are not 
enough fire-casualty agents. The fire 
and casualty business may take some 
comfort from Mr. Peirce’s description 
of a similar problem in the life field. 
A more constructive reaction would be 
to conclude that the insurance busi- 
ness as a whole needs to do something 
to make the business as a whole more 
attractive to capable young men en- 
tering the business world. 

The arithmetical decline of life 
agents, Mr. Peirce pointed out, is the 
more significant in the light of the 
upgrading of the economic status of a 
huge proportion of the population. The 
potential purchasers of more adequate 
amounts of life insurance are growing 
more numerous while the number of 
qualified agents to serve them is 
growing smaller. 

The life business, he emphasized, has 
a responsibility to increase the number 
of agents. It has a concomitant re- 
sponsibility to provide training facili- 
ties that qualify them to serve the 
increasingly complex needs of people 
and businesses for financial security. 
That observation might as appropria- 
tely have been made of the fire and 
casualty business. 

Noting that extensive training fa- 
cilities already exist and that they 
have been developed over the years, 
Mr. Peirce stressed the need for the 
institution of insurance to maintain its 
place in the collegiate world. It is a 
responsibility of the insurance business 
to see that this is done. Thus through 
the efforts of college teachers of in- 
surance a more receptive atmosphere 


for sales may later result. Also, the 
business may then obtain for itself 
a greater share of college graduates. 
However, desirable as those results 
may be, “even more essential is that 
the college man of today enter the 
world to be the business man of to- 
morrow with a sound concept of in- 
surance as the means of hedging 
against the many risks he will face 
through life, as a business man and as 
an individual.”’—K.O.F. 





Hilary Forrester, regional manager 
of Royal-Globe at Nashville, has been 
named chairman of the advisory board 
of the local Salvation Army for the 
second consecutive year. 


John Z. Herschede, president of the 
National Underwriter Co., and Mrs. 
Herschede flew to Europe last week for 
a short visit to Italy, Morocco, and 
France. 


John T. Steen, San Antonio agent, 
has been reelected president of the 
Alamo Area Council of Boy Scouts. 


John Panchuk, general counsel of 
Wolverine, has been elected to the 
Democratic state central committee of 
Michigan. He was a delegate to the 
party’s national convention at Los 
Angeles last summer. 


E. Vernon Carbonara, who conducts 
a life and general lines agency in New 
York, has been named an adjunct pro- 
fessor of insurance in the department 
of banking and finance of New York 
University. Mr. Carbonara, a CLU and 
CPCU, has been teaching there since 
1954. He became adjunct assistant pro- 
fessor in 1955 and adjunct associate 
professor in 1959. Mr. Carbonara, an 
industrial chemical engineer, was a 
sales manager with manufacturing 
firms before joining the former Fraser 
agency of Connecticut Mutual in New 
York in 1926. He was later sales man- 
ager of the former J. Elliott Hall 
agency of Penn Mutual in New York 
from 1928-1929. Since 1930 he has op- 
erated his own office. In 1959 a sem- 





inar room at New York University’s 
graduate school of buhiness adminis- 
tration was named in Mr. Carbonara’s 
honor. 





Deaths 


FRED R. LANAGAN, 76, retired 
president of the Daly general agency 
of Denver, died 
after a long illness. 
Mr. Lanagan’s in- 
surance career ran 
from 1908 to 1955. 
After graduating 
from Stanford Uni- 
versity, he joined 
the Pacific Board 
at San Francisco 
as an examiner, 
and a year later 
was transferred to 
Butte. In 1909 he 
joined Fireman’s 
Fund as special agent in Montana, 
Wyoming, southeastern Idaho and 
Utah, and was with Fireman’s Fund 
until 1923, except for war service. He 
became associated with Clarence J. 
Daly, president of Capitol Life of Den- 
ver in 1923, in the formation of the 
Daly general agency. Mr. Lanagan was 
vice-president at the start and later 
on was president, a position he held 
until his retirement. He was a past 
most loyal gander of Colorado Blue 
Goose, past president of the Mountain 
Field Club and past president of Amer- 
ican Assn. of Managing General 
Agents. 


T. FRANK GAFFNEY, founder and 
president of Guardian Underwriters of 
Detroit, died. 


GEORGE P. LEE, 66, retired south- 
ern manager of Factory Insurance 
Assn., died at his home in Decatur, Ga. 


WILLIAM KALIF, 46, 2nd vice- 
president of Mississippi Mutual In- 
surance Agents Assn., died of a heart 
attack at his home in Pass Chris- 
tian. He operated an agency in Gulf- 
port. Mr. Kalif was also zone chair- 
man of the southern district of Lions 
International. 


PERCY D. WORGESS, 68, founder 
of the Worgess agency at Battle Creek, 
and his wife, Esther, were killed in- 
stantly last week in an automobile- 
truck collision near Nueva Rosita, 
Mexico, 60 miles south of Eagle Pass, 
Tex. The accident was attributed to a 
tire blow-out on the truck, which was 
carrying eight tons of steel. 

The Worgesses had been living near 


F. R. Lanagan 
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Hastings, Mich., since Mr. Worgess 
retired from the agency business. He 
started his agency career in Lapeer, 
Mich., and moved to Battle Creek in 
1931 and purchased the Sheffield agen- 
cy. For many years he was active in 
the affairs of Michigan Assn. of In- 
surance Agents, serving on the execu- 
tive committee. He was a past pres- 
ident of the Battle Creek association. 
A son, Russell, now operates the agency 
at Battle Creek, along with his broth- 
er, Donald, and is a former president 
of the Michigan association. Another 
son, Duane, is a physician in Battle 
Creek. 


ROGER YOUNG, 77, chairman of 
the Newark agency of Gorman & 
Young, died at his home there. He 
joined the agency in 1912, became a 
partner in 1918, and successively was 
secretary-treasurer, president, and 
chairman, a post he assumed in 1950. 
He was a yachtsman and in the 1920s 
and 1930s won may races under the flag 
of New York Yacht Club in his schooner 
Caroline. 


WILL M. KELLER, 73, retired Pal- 
estine, Tex., agent 
and a past presi- 
dent of Texas 
Assn. of Insurance 
Agents, died of a 
heart attack. He 
entered the agency 
business in 1928 
and retired in 1956. 
He headed the 
Texas association 


“ ie. in 1946. 
2 


Will M. Keller 


WILLIAM R. SEAL, 38, district 
manager of State Farm Mutual at 
Baton Rouge, La., died there. 


JOHN E. YOUNG, secretary and 
treasurer of Perkins & Geohegan, Cin- 
cinnati, died in an auto accident near 
Milford, O. He was a trustee of 
Cincinnati Insurance Board. 


EUGENE T. BARRY, 88, retired 
chairman of the New Orleans agency 
bearing his name, died. He began his 
insurance career in New York in the 
1890s in the Charles E. Beck agency. 
The Barry agency was formed in 1906 
by the amalgamation of Charles E. 
and W. F. Peck, Albert Wilcox & Co., 
and Walker & Hughes. Mr. Barry be- 
came chairman of the Barry agency 
in 1950 and retired in 1957. Through- 
out his career he had specialized in 
marine business. 


PARIS C. SMITH, 70, retired head 
of the legal department of Consoli- 
dated Underwriters of Kansas City, 
died at his home in High Point, N.C. 
He retired in 1957. He was past pres- 
ident of the North Carolina Elks. 


WALTHER C. T. LANGE, 73, broker 
with Critchell-Miller agency at Chicago 
for 45 years until he retired a year ago, 
died. 


Three Mich. Mutuals Merge 

Three farm mutuals in western 
Michigan have merged into a single 
company which will be known as West 
Michigan Mutual of Zeeland. Alexan- 
der Klooster is president. 

The merged companies are Citizens 
Mutual Fire of Grand Rapids, Farmers 
Mutual Fire of Zeeland and Kent 
Mutual of Sparta. The new company 
will begin March 1 to write multiple 
line package policies on farm risks. 











Crawford & Co., Atlanta adjusting 
firm, has moved its head office to 131 
Ponce de Leon Avenue. 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, Feb. 7, 1961 




































Bid Asked 

$ $ 
Meet CITI ccccsnitnrensennrnieeceeness 121 Bid 
Aetna Fire 101 104 
American Equitable 22 23 
American, Newark ....... ie 2912 
American Motorists .. Oe 1842 
BI. ictseinieuneeintancinanesniets w. 3342 34% 
Continental Casualty .. a. 104 107 
BN: Gt OE cccccscsncassnsensesenencenins 81 84 
Federal 63 65 
TON TRIE cceccesscsecssesiccsvocsssrensvese 58 60 
III TEI. .casscccinssinssrseintetesivnciesnrmnespis 127 130 
Glens Falls 39 41 
an 52 5342 
OREOE TBD: ccccecscesecessseservsecicsesosscocesess 64 66 
TOG EE catrsncessscsscccssecsesesenessececrecsvercncese 47 49 
TOE. iis. Wc. scececenserncintiacrinsiins 6242 63% 
Ins. Co. of No. America ... .. 91% 93% 
TI TERI. . sisniecccrescscesesceisnses ww. 8442 35% 
Maryland Casualty .. ne ae 42 
BR. TGR crcvicsereccecsssscscczcceseecerzes 42 43% 
National Fire 133 136 
IIE CII, iss acvasuiassecenoroeniecnseceds 43 44 
New Amsterdam Cas. a. 65% 67 
WBS TEADABGITC .2cccceccccsscsccsesscsczsccensese 54 56 
North River 43% 44% 
Ohio Casualty 2642 28 
BE, GIRS ciiccssscninscisesessatiovesscoiien 87 89 
Prov. Wash. w. 21% 22% 
Bates, Came. GB WE, LZ. sccceccccsseccesscerssee 2342 25 


Reliance 
Sf UE S| eae nenenne 
Springfield F.&M. 
Standard Accident 
SEINE acucucraciateansécssescaspusscenebvstunceapeoend 
U. §. F.&G. 
U. S. Fire 


Detends Surcharge Of 
Assigned Risk Drivers 


Since drivers in the assigned risk 
plan cause as high as four times as 
many accidents as other motorists, 
there is sound justification for charging 
them higher rates, according to Ar- 
thur Mertz, general counsel of Na- 
tional Assn. of Independent Insurers. 
His remarks were made to 700 persons 
attending the South Carolina Insur- 
ance Forum at Columbia. 

Answering charges of unfair rate 
discrimination, he said figures of the 
major automobile insurance rating or- 
ganization serving South Carolina show 
that in 1959, companies paid out 
about $1.40 in losses and expenses for 
every dollar in private passenger Bl 
premiums collected from assigned risks 
in the state. On properly damage, 
they paid out about $1.25 for every 
dollar collected. 

Surveys in other areas disclose that 
assigned risks cause four times as 
many accidents resulting in BI claims 
as do ordinary motorists, Mr. Mertz 
pointed out. This is true both of driv- 
ers who enter the plan because of past 
accident or traffic records and those 
who enter for other reasons. “Under- 
25 drivers have the worst loss expe- 
rience of any age group,” he declared. 

In charging assigned risk higher 
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rates, insurers are really protecting 
the pocketbooks of the great majority 
of South Carolina carowners, he said. 
“If companies were not allowed to 
weed out the accident-prone drivers 
and surcharge them for insurance, 
rates for the responsible majority of 
South Carolina motorists would have 
to be increased substantially.” 


Plan Midwest Agent 
Conference Feb. 15 


The annual Midwest Agents’ Con- 
ference will be held Feb. 15 at Chicago. 
George A. Timm, Kenosha, Wis., will 
preside over the meeting at which 
agents of 18 state associations will hud- 
dle with western manages of stock 
companies for an airing of ideas and 
problems. 

Also attending will be representa- 
tives of Inter-Regional Insurance Con- 
ference, Western Actuarial Bureau, 
Factory Insurance Assn., Insurance In- 
formation Institute and the adjustment 
bureaus. 


Cincinnati Managers, 
CPCUs Plan Alliance 


The possibility of a tie between in- 
surance managers and CPCUs was ex- 
plored at the first in a series of din- 
ner meetings of the Cincinnati chap- 
ter of CPCU and Cincinnati Area In- 
surance Managers. A. J. Haberer. Proc- 
tor & Gamble; C. J. Haack, Eagle- 
Picher Co.; A. Julian Lenke, Lenke 
agency, and Jack R. Trainer, Walter 
P. Dolle & Co., all spoke briefly on 
the various functions of buyers and 
agents. 


Talks Up Prospects 


Robert J. Schiffgen, Trailmobile, 
talked up the prospects of the valued 
form in business interruption coverage 
as a way of avoiding corporate income 
taxes. He pointed out that all court 
decisions to date have backed the idea 
that since valued forms covered the 
use of property rights rather than loss 
of income, there is no taxable gain if 
the proceeds of the insurance are used 
in an “involuntary conversion” into 
capital expenditures. 

In a general discussion on the floor, 
however, insurance men were unim- 
pressed by the possible tax advantage 
of the idea. Mr. Schiffgen admitted 
that the government planned to take 
every claim to court. The certainty of 
an expensive lawsuit and the loss of 
depreciation are major reasons why 
the valued form isn’t being written on 
a grand scale, it was felt. 


Thomson Retires From 
America Fore Loyalty 


Peter L. Thomson, vice-president in 
charge of inland marine operations of 
Loyalty companies of America Fore 
Loyalty group, has retired on the ad- 
vice of his physician. 

Mr. Thomson entered the business 
with the Gilmour, Rothery agency at 
Boston in 1915 and joined Loyalty com- 
panies as assistant secretary in 1937. He 
was appointed secretary in 1942, sec- 
ond vice-president in 1955 and vice- 
president in 1958. 

He established the inland marine 
department of Loyalty in 1937. The 
inland marine manual and instruction 
book which he prepared for Loyalty 
agents is used as a text and reference 
by many colleges and insurance schools. 

Mr. and Mrs. Thomson will make 
their home at Portsmouth, Va., where 
their son, P. Winfield Thomson, is vice- 
president of Commercial agency. 


Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Aetna Insurance, the fire company, was the spectacular market performer 
last week in another general brilliant advance by the entire list. It spurted 
about 4 points to the 100 mark, crossed it, retreated to about 97, then on its 
second wind reached 105 bid. This was responsive to the wonderful earnings 
report of more than $8 per share. It probably also signifies that Aetna may be 
graduating in investor esteem to that select group that commands the highest 
price-earnings ratio and that sells above liquidating value—notably North 
America, Federal, St. Paul, Continental Casualty. 

Aetna Fire thus surpassed in the market its ancient spin-off, Aetna Life, but 
AEL was no slouch either. It also reached the 100 mark, which is only 9 points 
from its all-time high on an adjusted basis. On Monday it was 101 bid. 

It seems to be axiomatic that a stock which gets within a few points of 100 
always goes on to attain that level. Travelers managed to hold its lead of 
about 4 points over AEL. 

Franklin Life crossed into the 90s and GALU was 860 bid Friday. Conn. 
General Kept soaring. Lincoln National continued to move and was in sight of 
its previous high of 255. Pacific National Life, which has been strongly recom- 
mended by Ted Newton of Shelby Cullom Davis & Co., advanced almost over- 
night from 16 to 22. National Old Line soared and was 26 bid Monday. Life & 
Casualty and Gulf Life were red-hot, with large buying interest. Mass Protective 
at 79 was up 10 points from fairly recent levels. There was ro stopping ‘Con- 
tinental Casualty and Continental Assurance. Providence Washington, a mar- 
ket cripple since Donna, swept up from 19 to better than 22. 

Lamar Life advanced to 38. United Insurance added another 3 or 4 points 
and closed Friday at 38%. 

Life Ins. Co. of Georgia was wanted and hard to buy. 

The America Fore Loyalty group added $55 million to the market value of 
its securities in January. This was on top of an $83 million gain in November- 
December. 

Several funds with cash available from realization of capital funds were 
searching for fresh commitments. Ohio Casualty, which has long been in the 
doldrums, was being sought in quantities at about 2614. 


i] 
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The eyes of numerous individual investors were taken by a recommendation 
by Roger Babson in the Commercial & Financial Chronicle that all investors 
should have some life insurance stocks. This was on the broad theory that life 
insurance growth is a sure thing in this period of population expansion. The 
fire-casualty stocks were virtually all higher, with some of the issues that had 
seemingly been behind the market getting a play. This included Employers 
Group Associates that went quickly up from 39 to better than 42. 

Business Men’s Assurance got up to 49 bid. Kansas City Life worked 
higher on the comeback trail to 1425 bid. (Its high was $2,000 in 1955, while its 
subsequent low was about $1,050). 

There are indications that this broad move is taking all the insurance stocks 
into a new elevation. The life companies have now demonstrated that they can 
take the tax in stride; so the investment community is willing to treat their 
earnings and increasing net worth with respect as reference points. The fire- 
casualty agonies are now being dismissed as market factors. Poor mouth talk 
no longer scares the investor. Lower interest rates cause the yield on these 
stocks to become more highly capitalized. This also affects the life stocks, 
because those that carry these issues on loan are not so heavily penalized, and 
also the juicy yields on tax exempts that drew many away from life insurance 
stocks are not now quite so inviting, especially when life stocks again seem to 
justify the “growth” label. 

The upward course will, of course, carry too far and there will be a reaction, 
but after 5% years of hard going marketwise, the list may well continue to 
confound the bears for some time. 

All American Life & Casualty, which has an extensive following, ran up to 
9% bid, up 1% points from recent levels. 

—Il1- 

National Western Life of Denver is taking steps to form an affiliated mu- 
tual fund to be known as National Western Insurance & Growth Fund. A 
registration statement has been filed with SEC for 111,000 shares of which 
100,000 would be offered to the public at $10. National Western Management 
Corp., the distributor of the fund, manager and investment advisor, will receive 
a commission of 85 cents per share. Investments will be concentrated in stocks 
of life insurance companies. National Western Life will own 30% of the stock 
of the management company. Doyle H. Baird is president of the life company, 
of the fund and of the management company. He was formerly a large producer 
for Franklin Life and is a go-getter. 

Stock of National Western Life is currently offered at 6%. At Dec. 31, 1959 
capital consisted of 513,617 shares of $1 par value and net surplus was $185,223. 
There was $30 million insurance in force. 





Lyle Promotes Two 
Richard Renkenberger, staff adjust 


Salvage Book Takes Prize 
A booklet outlining the services of 


at Tucson of Lyle Adjustment, has 
been promoted to manager at Yuma, 
servicing Yuma county and Imperial 
Valley, Cal. 

Harry Briggs, who has been on the 
adjusting staff of America Fore-Loy- 
alty group in Lus Angeles, has joi 
Lyle Adjustment as manager at King- 
man, Ariz., handling Mohave county. 


U.S. Salvage Assn. was chosen by New 
York Employing Printers Assn. from 
thousands of entries as outstanding in 
its category. 

The 20 page booklet was displayed 
at the Hotel Commodore during Print- 
ing Week in January. It details the 
various worldwide activities of the sal- 
vage unit and outlines its history. 
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Outlines Industry 
Program For UM 


The problem of the uncompensated 
automobile accident victim steadily has 
diminished in scope, Clyde Cecil, as- 
sistant secretary of National Assn. of 
Independent Insurers, said in his talk 
at the annual meeting of Mutual Agents 
Assn. of Connecticut in Cheshire. Forty 
years ago one out of four car owners 
had liability insurance; now four out of 
five have it. In Connecticut between 
80 and 90% carry liability. 

This does not mean that 10 to 15% 
of valid auto liability claims in that 
state go uncompensated, he said. In 
Tllinois, where the percentage of cars 
insured is approximately the same, in 
1957, in only one accident case out of 
100 did the negligent motorist turn out 
to be financially irresponsible. In most 
cases, uninsured defendants paid the 
claims out of their own resources rath- 
er than lose their right to drive. 


But the legislative clamor has not 
diminished, Mr. Cecil observed. There 
is still a demand from some lawmakers 
for compulsory or unsatisfied judg- 
ment funds. These threats produce 
white hair, palpitations, and vehement 
opposition in the business. But until 
recent times those in the business 
tended to act in all directions at once. 


Common Position 


In 1958 American Mutual Insurance 
Alliance, Assn. of Casualty & Surety 
Companies, and NAII decided it was 
time to agree on a common position 
with respect to the problem of the un- 
insured motorist. That position is op- 
position to compulsory and UJF, and 
in favor of tighter financial responsibil- 
ity laws and uninsured motorist cover 
in every auto liability policy with the 
insured having the option to reject it. 
Many features of this program have 
been adopted in states other than Con- 
necticut. (Bills have been introduced 
to put the program into effect there.) 

A recent survey by NAII of auto 
rates in Boston and eight of the largest 
U. S. cities that are non-compulsory 
shows Boston rates are substantially 
higher. Yet even so Massachusetts rates 
are not high enough to allow the com- 
panies to break even. 

The trouble is, Mr. Cecil said, under 
compulsory BI premiums are regarded 
as a sort of license tax on driving. 
In Massachusetts some companies went 
broke under compulsory, some left the 
state, and today far fewer write busi- 
ness than in other eastern states. Both 
the insurance comfnissioner and motor 
vehicle registrar in Massachusetts have 
endorsed legislation to repeal the com- 
pulsory law. 


In New York, motor vehicle acci- 
dents jumped 14% and injuries 17% 
in the first year of compulsory, double 
the rate of increase the preceding year. 
BI claim frequency increased more 
than 23%. In North Carolina BI fre- 
quency rose more than 17% in the 
first year of compulsory and by 1959 
year end the frequency was up 35% 
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Results Better For 
Peerless In 1960 


Peerless had an underwriting profit 
of $122,940 and investment earning of 
$756,439 in 1960. Premiums written 
were $15,845,820, a rise of about 1%. 

Loss and loss expense were 60.2% 
of earned premiums, and other under- 
writing expenses were 39.2% of written 
premiums. Policyholders surplus was 
$8,274,310 at year end, a rise of $199,- 
305. 


Three Claim Men Promoted 


Western Pacific has promoted Jo- 
seph A. Whitlow to manager of the 
western Washington branch claims 
office in Seattle. He has been home 
office claim supervisor for seven 
years. 

Dwight N. Stevens Jr. will serve as 
supervisor of the recently established 
home office fire and material damage 
claim department. He has been branch 
claims manager in Spokane for six 
years. 

Richard L. Cease replaces Mr. Stev- 
ens, having been for two years in the 
Spokane office claims department. 





and still rising. The average claim 
cost is up 16.5%. 

The administrative expense of com- 
pulsory is staggering, Mr. Cecil pointed 
out. In New York for the first two years 
this cost was almost $7 million plus 
the cost to companies of an endless 
maze of procedures necessary under 
the law. The North Carolina law costs 
the taxpayers $200,000 a year for ad- 
ministration. On top of this half the 
highway patrol’s time is taken up 
with investigations to aid in enforcing 
the law. Effective enforcement would 
cost $1 million a year. 

Assigned risks go up sharply with 
compulsory, he added. For example, 
13% of all auto business in New York 
now is in the assigned risk plan. North 
Carolina had an increase of ‘300% in 
assigned risks the first year of com- 
pulsory; 16% of all of the business is 
in the AR plan and is growing. 

Ironically, Mr. Cecil said, compulsory 
cannot protect against losses if the 
negligent party’s insurance has lapsed, 
against insurance dodgers, against 
non-resident drivers, against stolen 
cars, and against hit-run drivers. In 
North Carolina 12% of motor vehicles 
involved in accidents are not insured. 

Mr. Cecil then put the case against 
UJF. In New Jersey and Maryland the 
funds leave citizens unprotected and 
vulnerable in a vitally important area 
—accidents with uninsured motorists 
from out-of-state. Such funds also 
lead to bureaucracy, red tape and de- 
lay, he said. 

The industry’s proposal in Connecti- 
cut is, in addition to UM cover in 
every policy with right of insured to 
reject it, proof of financial responsibili- 
ty for five years, impoundment of 
the car, payment of administration by 
$25 fees on uninsured, etc. 
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HieNATIONAL UNDERWRITER 


Shows Electronic’s Value To Small Insurer 


(CONTINUED FROM PAGE 6) 
port difficulties of the second floor. 
The basement area taken over was for- 
merly used for dead storage and there- 
fore lacked air conditioning. It was 
necessary to install an independent air 
conditioning unit. Partitions were in- 
stalled and electrical work had to be 
done to take care of the punch card 
equipment as well as the computer. 
One month before the installation date 
of the 305, the entire department was 
moved on a weekend and was in full 
operation the following working day. 

The 305 was installed and turned 
over to us on July 1, 1959. From that 
day to this writing, we have justified 
the rental cost in only 2% hours a day 
by writing, rating, coding and recording 
policies, involving one and two cars at 
the rate of three policies per minute. At 
the present time, most of our programs 
are “printer interlocked.” This means 
that the processing is being held up 
while waiting for the printer. We are 
now realizing 75% utilization of the 305. 
But when this rises to 85% to 90%, it 
will be possible to increase our proc- 
essing time by replacing the 370 printer 
with the faster 407, thus stepping up 
our printing speed. 


Other Features 


Policy typing for the Trenton area of 
New Jersey, and the entire state of 
Pennsylvania was formerly done in 
branch offices, and copies were sent 
to the home office for recording. Now 
about 85% of the auto policies are 
processed by the 305 in the home of- 
fice. This alone represents a _ sub- 
stantial saving. 

In the past year and a half, our 
business has increased more than 
15%. In that same period, the total 
number of employes has decreased 
2.7%. This decrease in personnel is 
more impressive, since in this one and 
a half years, we have expanded other 
units such as the claim department by 
adding more of our men to take over 
claim adjustments which had formerly 
been entrusted to independent adjust- 
ers. Automation by RAMAC did not 
displace any personnel. They were ab- 
sorbed into other departments by 
thoughtful planning in areas to be af- 
fected by the 305. In these areas new 
personnel was not hired to fill vacan- 
cies. 

We now have 25 different electronic 
programs, some of which are conver- 
sion procedures from the punch 
card equipment. This has made it pos- 
sible to eliminate our 602A calculator, 
two of our key punching machines, and 
all overtime in the data processing de- 
partment. 

We are an agency company and in 


the past our monthly statements to 
agents were sent out about the 15th of 
the month. Great difficulty was en- 
countered in getting these out on time, 
since there were monthly reports 
to be made from the same cards. Now, 
the data needed for these monthly re- 
ports is stored on the disc records of 
the 305 so that the statements can be 
prepared as soon as the month’s busi- 
ness is closed. Thus the agents’ state- 
ments are in the mail by the 6th of 
the month. The reports that used to 
take 40 hours to prepare are now un- 
loaded from the file in 30 minutes. 


Receives Reports Earlier 


Management now receives reports 
much earlier. One example is our agen- 
cy loss experience report. In the past, 
this was not in the hands of manage- 
ment until six weeks after the semi- 
annual reports were completed. Now it 
will be available immediately after 
these reports are in, because all of the 
needed data—such as agency gross 
writings, earned premiums, losses 
paid, previous year’s reserve, current 
year’s reserve and reinsurance recov- 
ery—are stored monthly in the file by 
line of business for each agency. It is 
simply a matter of pulling this data 
from storage and computing it to de- 
velop the losses incurred and the loss 
ratio. This is figured on each current 
year’s business, as well as on that of 
the past four years. 

We have had an installment payment 
plan for some 30 years on auto policies. 
Our installment payment cards are de- 
veloped daily. They are used in bill- 
ing our insured directly in behalf of 
our agents. These bills request that 
payment be made only to agents. We 
had been doing this for the past five 
years on punch card equipment. Now 
we have created a large saving in time 
and have curtailed errors. Before the 
305 was installed, the four installment 
payment cards were punched by key 
punchers from a pre-calculated data 
slip on the policy. After these cards 
were punched and verified, a run 
through the 602A calculator was nec- 
essary to develop the agent’s commis- 
sion, net and total premium. Now the 
statistical cards developed from the 
policy preparation program are passed 
through the 305, and the output is the 
four installment notice cards with the 
proper due date, total premium, agent’s 
commission and net, all developed, plus 
the printed installment payment en- 
dorsement showing insured’s name, 
due date of each installment, and the 
total amount of the policy. 

In summary, I believe that a compa- 
ny thinking of acquiring a computer 
should observe the following steps: 


1. First, decide which one of the 
several good computers will best suit 
their needs. 

2. Justify it by a sound proposal. 

3. Train the proper people to pro- 
gram and operate it. 

4. By all means, do not have the 
manufacturer’s programmers do the 
programming. 

5. Sever the tie with the manufac- 
turer of the computer as soon as pos- 
sible, and let your own people who 
are to be responsible for its operation 
stand alone. 

6. Relieve your programmers and 
operators of previous job responsibil- 
ities, as the responsibility of program- 
ming and operating a computer is a 
full time position. 

If these steps are followed, your com- 
puter cannot help but be a successful 
venture for your company. 
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Cook Named Ist V-P Of 
Grain Dealers Mutual: 
Bright Is Secretary 


D. Clay Cook has been appointed Ist 
vice-president of Grain Dealers Mu- 
tual, succeeding the late Robert D. 
McDaniel. Wilbur C. Bright, vice- 
president and manager of field serv- 
ice, becomes secretary. Mr. Cook will 
continue as western manager and will 
remain on the board. 


Baltimore Adjusters Elect 


Baltimore Insurance Adjusters Assn. 
has elected Harry Bertier, Cummings- 
Bertier Co., president. Others elected 
are Sheldon D. Bosley, America Fore, 
vice-president; Paul J. Green, Calvert 
Fire, secretary; and Charles W. Russo, 
American, treasurer. 
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BUCKEYE UNION GROUP 


The Buckeye Union Casualty Company 
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The Mayflower Insurance Company 
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McHugh Tees Off On Opponents Of Rate Making By Market 


(CONTINUED FROM PAGE 1) 
ation in the bill of the prior approval 
of rate filings. He said that such ap- 
proval fits more logically into the 
regulation of public utilities where 
natural monopolies exist. But insur- 
ance is not a public utility and no 
monopoly franchise is conferred by 
the state upon insurance companies. 
They are not required to serve all 
customers, although, unfortunately, ef- 
forts are now being made in some 
states to impose such an obligation 


upon automobile insurers. 

The D.C. bill recognizes that the 
complex processes involved in rate 
determination are better suited to the 
workings of the market place, Mr. 
McHugh continued. The enormous bur- 
dens imposed upon the commissioner’s 
office will thus be eliminated. 

Opponents of this approach assume 
that it means unrestricted rate com- 
petition and a kind of jungle warfare 
that will degenerate into chaos and 
resulting insolvency, Mr. McHugh ob- 


served. He thinks that those holding 
this view have little faith in the es- 
sential workings of the free enterprise 
system. 

A vast amount of time has been 
misdirected by insurance departments 
in reviewing, examining and testing 
rate filings and supporting data in a 
mechanical fashion which has made 
responsible judgments almost impos- 
sible, Mr. McHugh declared. The sub- 
committee, in a questionnaire, devel- 
oped information on the multiplicity 
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of duties connected with prior approval 
and found that the very bulk of the 
material being processed negated a 
proper examination of the rating ma- 
terial filed. 


Lauds Traditional Companies 


Mr. McHugh characterized as “his- 
tory making” the action of National 
Board, Assn. of Casualty & Surety 
Companies and Inland Marine Under- 
writers Assn. in espousing principles 
of rate regulation which in many re- 
spects closely approximate the pro- 
vision contained in the D.C. bill. This 
was a realistic adjustment by the 
traditionally operated stock fire and 
casualty companies to the realities of 
the market place, Mr. McHugh stated. 
Legislation incorporating such prin- 
ciples would enable these companies 
to effect the economies in their own 
operations necessary to meet competi- 
tive developments. Since National 
Assn. of Independent Insurers had 
previously supported such legislation, 
it would appear that companies doing 
in excess of 80% of the business are 
now in agreement on drastic modifica- 
tion of state laws to bring about more 
effective competition. 

Certain states are taking the initi- 
ative in revising their own rate laws 
before agreement on a model bill is 
reached by National Assn. of Insur- 
ance Commissioners, Mr. McHugh 
said. Tennessee is presently contem- 
plating rate revision, and other states 
will undoubtedly be doing likewise. It 
is earnestly hoped that this oppor- 
tunity will be seized by the states to 
infuse new competitive life into their 
enforcement of existing rate laws. 
Current administrative enforcement 
of existing laws could well be pursued 
with these considerations in mind. 

The approach to rate regulation in 
the D. C. bill does not mean diminu- 
tion of the responsibilities of the com- 
missioner’s office and a gradual de- 
terioration of his prestige, he said. 
Additional resources of time and man- 
power will be available to the com- 
missioner in discharging the more 
vital responsibilities of his office. It 
will enable him to maintain a closer 
surveillance of companies to ensure 
solvency and to scrutinize more care- 
fully the trade practices of rating 


bureaus, advisory organizations and 
trade associations, in Mr. McHugh’s 
view. 


New Techniques Needed 


A project long overdue by most 
insurance departments is an analysis 
of the techniques employed in the 
conduct of examinations. Many states 
are not qualified to undertake this 
job alone, he said, and it would be 
unwise to expect or seek the assistance 
of insurance companies. The states 
should be more aggressive in develop- 
ing research projects in collaboration 
with insurance scholars in schools and 
universities. Where interest cannot be 
generated in local universities many 
schools throughout the country would 
unquestionably welcome the chance to 
turn researchers loose in the store- 
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house of information found in the 
files of state insurance departments. 
In-training programs for departmental 
personnel should be encouraged, par- 
ticularly where proximity to major 
universities makes this possible. 

Mr. McHugh said that if the major 
burden of the commissioner’s duty 
centers around solvency, company 
examinations should be corresponding- 
ly keyed to this goal. Undue emphasis 
has been given in the past to the more 
mechanical duties involved in the 
checking of financial data. These re- 
sponsibilities, while important, should 
be left to accountants specially trained 
for the job. 

A greater percentage of time and 
effort in the conduct of examinations 
should be exerted in examining and 
testing underwriting and investment 
policies, and the decisions made by 
management which bear upon the 
preservation of the insurance fund. 
Reliance upon security deposits and 
capital surplus requirements can be 
no substitute for the informed kind of 
inquiry which will reveal the sound- 
ness of a company’s financial position. 


Management Policies 


Improved formulas should be re- 
vised for measuring the adequacies of 
reserves in relation to the risks under- 
taken. Informed analyses of reserves 
for pending claims, and accurate evalu- 
ation of assets require a high degree 
of professional competence. Similarly, 
examinations of management policies 
which might waste the policyholder’s 
equity are vitally needed. Irresponsible 





Travelers Promotes 


Six superintendents and four as- 
sistant superintendents in the casu- 
alty underwriting department have 
been appointea by Travelers. William 
I. Pye, Franklin H. Cameron, Robert 
H. Sherman, Woodbury G. G. Stevens, 
Edward C. Roller and Dean A. Stoeck- 
er were appointed superintendents. 
Fredric Gibbs, Kenneth A. Jones and 
Gerald F. Van Steenburgh were named 
assistant superintendents in the en- 
gineering and loss control division. 
Paul A. Knudsen was appointed as- 
sistant superintendent in the payroll 
audit division. 

Mr. Pye joined Travelers in 1941 
and was a field man, agency assistant 
in the fire and marine agency depart- 
ment at the home office, and assistant 
superintendent of agencies. Mr. 
Cameron joined Travelers in 1949 
and served at several offices before he 
became office supervisor in the office 
administration department in 1959. Mr. 
Sherman joined Travelers in 1947 in 
the office administration department 
at New York and became assistant 
office manager at the 80 John Street, 
New York, office. 

Since 1951 Mr. Stevens has been in 
the casualty underwriting department 
as assistant underwriter, underwriter 
and senior underwriter. Mr. Roller 
joined Travelers in 1938 and has 
served as an assistant office manager 
at Washington, New York, and Newark. 

Mr. Stoecker joined the company in 
the mortgage loan department and 
has been assistant office manager at 
Houston. Since 1946 Mr. Gibbs has 
been resident engineer at Binghamton 
and assistant supervising engineer and 
district supervising engineer at Hart- 
ford. 

Mr. Jones served as resident engi- 
neer and regional supervisor at several 
Travelers offices. Mr. Van Steenburgh 
joined Travelers in 1936 as an engineer 
at the home office. Mr. Knudsen went 
with Travelers in 1940 as a field au- 
ditor and has served as supervising 
field auditor at Hartford. 
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dividend policies have brought some 
companies to the brink of failure. In 
the competitive atmosphere looming on 
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the horizon, commissioners must be 
unusually sensitive to the financial 
position of the small and medium size 
company. While inadequate rate struc- 
ture has seldom been a reason for 
insolvencv. greater rate competition 
will magnify the need for surveillance 
of company financial position, Mr. 
McHugh said. 

During its hearings in 1960, the 
subcommittee heard testimony con- 
cerning the celebrated Inland Empire 
debacle he continued. The unfortunate 
consequences of this episode were felt 
throughout the country. Weaknesses in 
the ability of state commissioners to 
protect local policyholders and credi- 
tors from operations of companies 
domiciled in other states were mani- 
fest. This case highlights the need for 
more careful examination of reinsur- 
ance arrangements which might jeop- 
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ardize the position of numerous com- 
panies. Cooperative action among the 
states, on a crash basis where neces- 
sary, may be the only answer in some 
circumstances, Mr. McHugh declared. 
The examination should lay greater 
stress upon careful analysis of corre- 
svondence, memoranda and minutes of 
the meetings. Only in this way can the 
commissioner be fully informed con- 
cerning the attitudes and motives of 
company officials. By so doing he can 
ascertain whether management policies 
might endanger company solvency. 
The examination of this data is even 
more important in the case of rating 
bureaus, advisory organizations and 
trade associations, and the anti-trust 
subcommittee has taken a critical view 
of the activities of advisory organiza- 
tions and their influence in the rate 
making process. The D.C. bill would 
give the insurance superintendent close 
supervision over their activities and 
would require the maintenance and 
submission of extensive records. In 
the opinion of the bill’s sponsors, state 





Understandably, each company official is better able to see the weakness 
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rating laws have been deficient in 
the supervision of advisory organiza- 
tions. State departments have not ex- 
hibited sufficient concern for the 
manner in which such organizations 
exercise their influence in the rate- 
making field and in directing the 
course of competition. 

Some responsibility must be laid at 
the feet of insurance commissioners 
for certain failures of the American 
insurance market, Mr. McHugh con- 
tinued. The subcommittee’s study of 
aviation and ocean marine insurance 
revealed the great dependence upon 


the London market for reinsurance. 
Recent statistics released by the USS. 
Department of Commerce reveal that 
the movement of American dollars 
into foreign reinsurance markets con- 
tinues to increase. In most industrial 
areas, America boasts of its superiority 
over the 
reinsurance continues to be exported 
in vast 
markets are not available in this coun- 
try. 

Examinations by 
anti-trust subcommittee of the records 
of certain national trade associations 
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and advisory 


other nations. Nevertheless, 


quantities because adequate 


the insurance commissioner 


the staff of the 
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organizations disclosed 
hostile attitudes of industry commit- 
tees toward the so-called deductible or 
excess of loss insurance. Despite the 
needs of important American indus- 
trial buyers for this type of insurance, 
the American market has been slow to 
respond, and much of the business has 
gone abroad. Instead of passively ac- 
cepting such non-progressive attitudes, 
might 
pursue a more forceful role. He has the 
obligation to prosecute as an unfair 
trade practice any concerted refusals 
insurance or to prevent 
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or discourage others from doing so 

More important, the insurance com- 
missioner has some obligation to lead 
the way. While his powers are not 
unlimited, they are certainly vast. All 
too often the commissioner has occu- 
pied himself with details of company 
management involving picayune issues 
having little relation to the major 
problems of his office. At the very least 
the commissioner must be well in- 
formed of the current thinking by im- 
portant groups concerning the major 
developments of the day. Thus, fore- 
armed as to attitudes and plans in the 
business, he is able to assert his ex- 
ecutive leadership in guiding such 
activity in channels most useful to the 
public. 


Competition Equalized 


The needless preoccupation of many 
departments with details of policy 
forms, rate filings, and supporting 


data, and the bureaucratic delay at- 
tendant upon such over-regulation, has 
frequently provided a competitive ad- 
vantage for the non-admitted insurers 
doing business in the U.S., Mr. McHugh 
said. The solution is certainly not the 
stifling, by further needless regula- 
tions, of the useful functions per- 
formed by such markets. Rather, an 
effort should be made to relieve the 
domestic insurer of administrative 
restriction which make him unable to 
respond quickly to certain specialized 
needs of insurance buyers. In this 
manner the commissioner can equalize 
the competitive position of the non- 
admitted and the domestic markets 
and permit more of the business to 
remain at home. It provides the neces- 
sary flexibility to compete equally for 
this business with the non-admitted 
markets. 

Mr. McHugh also commented in 
detail upon other aspects of examin- 
ations by insurance departments. His 
further views on the subject will be 
reported in a subsequent issue. 


Tenn. Insurance Bills 


A bill introduced in Tennessee 
would increase from 5 to 20% the 
amount of stock in other insurers 
which Tennessee insurance companies 
are permitted to own. Merger pro- 
visions applicable to corporations 
would be made applicable to quasi- 
public corporations such as insurers 





as well in another bill. A third meas- 
ure would authorize the insurance 
department to employ three actuaries 
and any assistant actuaries that are 
needed. Presently the limit is two. 
Fitzgerald Transferred To Detroit 
J. B. Fitzgerald has been transferred 
by Standard Accident to the home 
office contract bond department as a 
senior bond underwriter. He has been 
bonding field representative at Cin- 
cinnati. He joined the company in 1950. 
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FtieNATIONAL UNDERWRITER 


Explore Automation, Other Probl ems At Conn. Mutual Rally 


(CONTINUED FROM PAGE 2) 
Insurance Rating Organization has as- 
sumed the authority of asking the risk 
for the report, after which NEFIRO 
will tell the risk directly whether it 
qualifies for the new rate and form. 
To this Mr. Mulvihill objects—agents 
are entitled to service their own cus- 
tomers, he said. 

More mergers of companies lie 
ahead, he said, and agents, who are 
always seriously affected by mergers, 
will need to be on the alert. 

Mr. Mulvihill observed that the as- 
sociation now has more than 300 mem- 
bers—with 535 persons under the as- 
sociation-sponsored group major med- 
ical program. In the state 110 member 
agencies have purchased errors and 
omissions coverage. Losses and judg- 
ments involving agents are increasing 
every day. The three associations— 
Connecticut, New Jersey, and New 
York—now have more than 1,500 mem- 
bers and are coordinating their efforts 
on major issues, he said. 


Automation Will Spread 


Mr. Mulvihill said that though it 
may take months of trial and error 
before the savings advertised for elec- 
tronic data processing begin to be 
realized, nevertheless the savings are 
there, and automation is going to 
spread. 

Automation and its effects proved 
to be one of the most discussed topics 
of the convention. 

Mr. Morrison warned that the com- 
puter and memory machines. will 
make the typewriter with its stenogra- 
pher as obsolete as the typewriter 
made the clerk on a stool copying 
policies into company books with a 
steel pen. 

In an age of increasing cost of doing 
business, what typewriter can com- 
pete with a machine turning out 6,000 
contracts an hour? Thus the machine 
that put the agent into the policy 
writing business is being pushed into 
oblivion by the machine that will put 
the agent out of the policy writing 
business. 

Real changes in operational methods 
of agencies are occurring. Electronic 
computers are going to work, he said. 
One company reported to him that 
computers already had saved the cost 
of building two wings on its home 
office. Another, a direct writer, had 
not reduced its costs, but, with a large 
increase in business, had not had an 
increase in costs, due to automation. 

The larger size operation is needed 
to support computers, Mr. Morrison 
said. Fireman’s Fund is reported to 
have paid $7 million for electronic 
equipment at its home office. The need 
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for a larger operation to realize the 
savings of the computers is one of the 
factors inducing companies to merge. 
He also sees ahead agency combina- 
tions. This can be done and the agency 
can still retain its identity. 


System Is Adaptable 


However, Mr. Morrison observed, in 
the history of the agency business, 
changes in methods have followed 
changes in circumstances. In the mid- 
1800s the agent was the middleman 
who provided coverage in several com- 
panies, no one of which could take all 
the risk. Now the companies have 
grown till they can handle any line. 
This will be more so as more com- 
panies merge. The lack of capacity 
will gradually disappear. 

One importance of the local agent in 
former days was his knowledge of 
local conditions so he could give prompt 
service. But with the tremendous step- 
up in speed and variety of communi- 
cations, that need is disappearing. 

Time was, he added, when loaning 
money to insured without interest by 
the agent paying the company the 
premium and waiting for his money 
was a real asset to the agency system. 
When the agent retained $20 on a $100 
premium, there was room to bury the 
finance charge. This was unfair to the 
cash payer, who bore the same charge 
as the credit delinquent. But there is 
no longer such injustice, what with 
life insurance techniques of prompt 
collection plus financing schemes at 
reasonable charges. The fellow who 
borrows will pay interest, the cash 
payer will save. 

Has it been established that the 
captive agent or the salaried employe 
is more effective merchandising than 
the independent agent? Mr. Morrison 
believes the independent agent still 
has an important role to play in insur- 
ance distribution because of the de- 
sire of insured for expert and indepen- 
dent advice in the planning of his 
insurance needs. This will never en- 
tirely disappear. 


To Represent Insurer Less 


Even more than in the past, in the 
future the concept of the agent serving 
the interests of the company will be 
diluted, he said. But this does not 
undermine the fundamental aspect of 
the agency system. 

That system, he declared, doesn’t 
mean the right to type policies, collect 
and finance premiums, hire stenogra- 
phers, bookkeepers and file clerks, buy 
typewriters, and pay rent for large 
offices to house them all. 

What is fundamental is that the 
agent is a private entrepreneur, he 


operates his own business, and his 
expirations belong to him. As long as 
his contractual rights to expirations 
continue, the system will be preserved. 

He advised agents to study their 
contracts. If they see anything un- 
usual, they should see a lawyer. There 
may be nothing to arouse concern, but 
the contract is the bulwark of protec- 
tion of the values the agent has in his 
agency. 

To strengthen the agent’s position, 
Mr. Morrison proposed adoption of 
language suggested by the late Walter 
Bennett, general counsel and execu- 
tive secretary of National Assn. of 
Insurance Agents. Mr. Bennett made 
the suggestion in 1948. It was that 
there be added to the contract wording 
to the effect that if a company with- 
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draws from the agency, or the agency 
leaves the company, not only are the 
expirations the property of the agent 
but the company shall not use such 
information for any purpose or permit 
its use for any purpose. Mr. Morrison 
thinks this would be well to have in 
the agency agreement in view of the 
changes in methods that are going on. 

Mr. Ahearn asked Mr. Middleton if 
he thought automation forecasts “al- 
most the demise of the small company 
and agency.” 
Small Firm And Automation 

The small company can use automa- 
tion, Mr. Middleton observed. The mass 
market is still composed of individuals. 
He doesn’t know of anyone in data 
processing who has developed a pro- 
gram for any line except automobile. 

The future is difficult in many re- 
spects for the smaller company, Mr. 
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Middleton said. Yet the smaller com- 
pany is more flexible than the large 
one. It can move quickly to take ad- 
vantage of situations. It does not have 
the large organizational and other 
commitments of the larger companies, 
nor the cost of them. 

The small agent still possesses in- 
dividual abilities to go out and get 
business, he added. The small com- 
pany can take care of the small agent 
who has a lot of individual problems. 

Automation is not the exclusive 
province of big business, Mr. Geer 
noted. His three associations are oper- 
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ating a computer center for agencies 
in the three states, and it is working 
very well. 

“A punch on an IBM machine won’t 
bring in the same results as a punch 
of the finger on doorbells,” Mr. Rey- 
nolds observed. 


Notes Government Threat 


Mr. Ahearn noted the threat of gov- 
ernment in the insurance business and 
asked Mr. Reynolds how agents can 
help the insurance information offices 
to fight this intrusion. 

The agents have more public rela- 


tions opportunities every day than the 
information offices have in a year, Mr. 
Reynolds observed. The companies 
simply cannot operate without the 
goodwill of agents. It is a strange 
thing, he added, that in the insurance 
business, which is undergoing many 
important changes, some company top 
executives have lost contact with their 
agents. He believes most important 
objectives can be achieved if the agents 
are imbued with them—and few if any 
can be achieved without the agents. 
Mr. Barry touched on the home- 


owners in his speech and during the 
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panel session. Reprints of his talk, 
Facts and Figures, which he gave to 
the New Hampshire agents’ group last 
year, have been requested by more 
than 6,000. With respect to the 10% 
merit rating of homeowners, what 
happens if the company quits the 
agent or vice versa in 2% years, he 
asked. 

In connection with the freedom of 
contract bill which the agents put 
through in New York, the insurance 
department asked 10 groups of com- 
panies what commission they were 
paying on homeowners. To his chagrin, 
he said, he found that seven of the 10 
have been paying more commission on 
this line than his group. (The com- 
panies have been trying to get the 
latest version of homeowners approved 
in New York, and the freedom of con- 
tract bill requires the department to 
take into consideration past experience 
with respect to commissions as well as 
losses and other costs.) 

Mr. Barry also said he believed that 
the business is building up to a million 
claims a year of less than $100— 
nuisance claims. His group paid a 
$3.75 claim the other day for a pair 
of glasses, broken when one kid 
bumped his elbow into the face of 
another and knocked his spectacles to 
the pavement. 

The industry filing of the late ver- 
sion of the homeowners, based on a 
15% commission, makes the companies 
filing it close to being guilty of per- 
jury, Mr. Barry declared. “They knew 
when they made the filing that they 
were going to pay more than 15%.” 
The homeowners commission in 1956 
was 26.3% and in 1959 25.6%. 


Same Rates For Everybody 


Asked how he would meet the direct 
writer competition, Mr. Barry said get 
rates the same for everybody. 

Mr. Barry also doubts the efficacy 
of automation. He said the savings 
have been overstated. Allstate, which 
has had automation for years, has a 
1% higher expense ratio than other 
companies. 

Asked why the agency companies 
don’t advertise more, Mr. Barry said 
it is because they are fighting among 
themselves. 

What about the small agency that is 
facing a cut in commissions at the 
same time its business is being at- 
tacked by the larger companies? 

Mr. Middleton said this presupposes 
the public is a mass without individual 
preferences. A substantial number of 
persons buys insurance on price. But 
service is still significant. The agent 
knows the individual and his individ- 
ual preferences and problems. Auto- 
mation does not lend itself to all units 
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of every line. Even in homeowners, 
how many no-change policies does the 
agent have throughout the full term of 
the policy? 

Will merit rates, deviations, and in- 
dependent filings by stock companies 
force the mutual company to go from a 
dividend to an advance discount? Mr. 
Morse emphasized in answer to this 
that the mutual agents in New Eng- 
land are selling product and service 
and are relying very little on a simple 
price differential. 

Asked for NAII’s position on rating 
legislation, Mr. Cecil pointed out that 
the organization is advocating a bill 
that provides for no prior approval. 
This, he said, is so that companies can 
get increases in rates when they need 
them. He observed that California, 
which has more automobiles than any 
other state, has no auto rate regulation. 


Four Vote For ‘Special’ 


How many of the agents in the room 

use the special package automobile 
policy rather than the broader family 
policy, was another question. Four 
agents raised their hands, of more 
than 300 attending the session. 
“One of the most frequently raised 
questions, Mr. Reynolds responded to a 
question, is how rates got that way for 
drivers under 25. This is because 
motorists acquire a sharp interest in 
the subject when junior becomes a 
driver and the family auto premium 
jumps. 

Mr. Barry suggested that under-25 
drivers be charged regular rates until 
they have an accident and then sur- 
charge them. 

In his talk, Mr. Reynolds observed 
that the insurance business is far ad- 
vanced in a profound evolution from a 
simple operation of _ statistics and 
economics into a social instrument of 
a completely motorized society. It is 
suddenly confronted -with tremendous 
problems of public policy, problems on 
which its experience and its statistical 
computers do not necessarily qualify 
its personnel as experts. 

Thus the human equation may be 
ready to take its place as the co-equal 
or even the superior to such insurance 
devices as probability theories, the law 
of large numbers, and statistical tools 
which only a generation ago sufficed 
as equipment for the endeavor. The 
insurer’s department of human rela- 
tions is being forced by circumstances 
to a place co-equal with underwriting, 
actuarial, claims, legal, and investment 
divisions. 

The public has conceived of the 
business as a form of public utility, 
Mr. Reynolds said. Even though such a 
concept is somewhat less than half 
accurate, the crush of legislation aimed 
at the business stems from the kernel 
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of truth in the idea. Therein lies the 
logic, so-called, of the pressures for 
haphazard and sometimes resentful 
statutory tinkering with the problems 
of assigned risks, cancellations, and the 
irresponsible driver. 

He sees the business at a critical 
stage because of the rise of the vast 
new injury compensation industry. The 
insurance business is at the fulcrum 
of this industry, and finds itself, with- 
out much choice in the matter, com- 
pelled to defend society against am- 
bulance chasers, to decide indirectly 
who shall and who shan’t drive, and a 
hundred other things. To conserve the 
funds entrusted to it by the insured 
public, the business must speak out 
against abuses in professions and voca- 
tions which imperil proper administra- 
tion of that trust, to insist that the 
legal profession live up to its canons, 
that the medical profession honor its 
ethics, and that the state preserve the 
fundamental rights of fair trial and 
jury procedure. In the midst of all 
this, the insurance business is the only 
one being regulated. 

Mr. Reynolds believes the business 
has a great story to tell and can con- 
vert the present unparalleled govern- 
mental and public attention to its own 
advantage. It has no right to permit 
itself to be misunderstood, unexplained 
—and distrusted. It is doing much and 
will do more to justify public trust, 
public confidence, and public support. 
Lamb Tells NAMIA Story 


Mr. Lamb emphasized what NAMIA 
has done and is doing in education. 
Its group errors and omissions cover- 
age now is carried by more than 2,000 
agencies. Contrary to some reports, he 
said, the coverage does pay defense 
cost, claims are not settled without the 
consent of insured, the insurer will not 
try to recover losses from its employes, 
the policy covers the agent and his 
employes, and there is _ retroactive 
coverage. 

For the first time, NAMIA this year 
is offering members group life and 
major medical insurance through state 
associations. 

Last year, in conjunction with the 
company-agents committee, the associ- 
ation launched a psychological study 
of youthful drivers. Gay Milbrandt of 
Pelham, N.Y., and Henry Bean of 
Haddonfield, N.J., led this project. The 
goal is to create more capacity for this 
business for agents. 

NAMIA has tripled its membership 
in 10 years, Mr. Lamb said. In the next 
10 years, it expects to increase mem- 
bership by 50%, or, by 1970, to 15,000. 
The membership contest this year of- 
fers $200 to the association with the 
greatest net increase and $200 to the 
association with the largest percentage 
increase. The period is Oct. 1, 1960 to 


Sept. 30, 1961. 

NAMIA has revised the plan pre- 
viously used in selecting Mr. Mutual 
Agent of the Year. Each state will 
pick its own Mr. Mutual Agent. State 
winners will then enter the national 
contest. Selection will be on the entry’s 
standing as an all-around agent, work 
in community relations, and contribu- 
tion to the agency business. The win- 
ner will receive $100 toward his ex- 
penses to the convention, plus recogni- 
tion at that time, and an invitation to 
speak at state meetings. Also, the ad- 
vertising and selling committee will 
key its “Salute Mr. Mutual” advertis- 
ing campaign toward honoring Mr. 
Mutual Agent during its advertising 
month, November, 1961. 

A supplement to the office proced- 
ures manual, which is a study of office 
mechanical equipment, has been com- 
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pleted and is about ready for distribu- 
tion, he reported. It took a full year 
to prepare. Another supplement 
planned for this year will deal with 
personnel recruiting, selection and 
testing; administration, with a separ- 
ate treatment of fringe benefits and an 
additional separate treatment of day- 
to-day operation; training and indoc- 
trination; budget control, use of out- 
side services in bookkeeping and ac- 
counting, and agency policy writing. 
Sales presentations for automobile 
and homeowners are planned. 
NAMIA’s survey forms, widely used 
by members, will be revised and 
brought up to date. A recruiting and 
testing manual for sales personnel is 
being considered, and a catalogue of- 
fering advertising and selling aides to 
members will soon be ready. 








ATLANTA 








SEABOARD SURETY COMPANY 
100 William Street, New York 38, N. Y. 


FIDELITY & SURETY 
and 


UNUSUAL COVERAGES 


CHICAGO 





DALLAS 








“REINSURANCE 


Through Intermediaries Only 


FIRE—CASUALTY 


THE STUYVESANT INSURANCE COMPANY 


Reinsurance Department 
1105 Hamilton St., Allentown, Pa. 
HEmiock 5-3541 


Service Office 
141 West Jackson Bivd., Chicago 4 
HArrison 7-8432 








28 


HeNATIONAL UNDERWRITER 


Reach the | 
UuUMMILT of 


Eefhciency 









You meet the full requirements of 
some clients without difficulty; with 
others it is touch-and-go every day of 
the year. Prize accounts are usually 
the big ones. But they are target risks as 
well—subject to the constant 
penetration of competitors. 

The strategy you use to keep the 
horizon bright can rest, in a large 
measure, on your markets and sources. 
Bowes & Company has always 
maintained an enviable reputation in 
the special risk field for helping 


PK SNORE SNES 


—_—— 









producers shape total programs in just 
the right way at just the right time. 
We call it imaginative underwriting. 
Add to this every conceivable sales 
support and you begin to understand 
how Bowes & Company can help you 
‘reach the summit of efficiency’ more 
quickly and profitably. 


Bowes & Company, Inc. 


135 SOUTH LA SALLE 


99 JOHN STREET ¢ NEW YORK 


STREET + CHICAGO 3+ILLINOIS 


38 + NEW YORE 

































THE HEART 
of Chicago's 
Insurance District 


This fine building—the home 
of many leading insurance 
firms—offers the solution 
for your office problems. You 
may select space units from 
1000 sq. ft. to 12,500 sq. ft. 














rio eee 





Pihaeditinsin Sie 
ee ee eee eee Se 
— ty 

















John 


309 W. 
Chicago 6, Ill. 





Write or phone 


Jackson-Franklin Building 








(an entire floor). Completely 
air-conditioned. Our expert 

planning service is available 
to you, without charge. 








T. Hilborn 


Jackson Blvd. 
WeEbster 9-3031 













W. Va. I-Day Card 
To Focus On Sales 


Agency opportunities to sell neg- 
lected coverages to offset reduced 
commissions will provide the theme of 
West Virginia I-Day Feb. 27 at Oglebay 
Park, Wheeling. 

Robert T. Mooney, American Cas- 
ualty, will discuss the place of A&S in 
the general lines agency. Robert A. 
Bolin, U.S.F.&G., will analyze oppor- 
tunities to sell often overlooked cover- 
ages to present customers and pro- 
spects. 

Tom Wagner, Steubenville, O., agent, 
and William F. Simpson, Zurich, will 
discuss the automobile situation from 
the agency and company aspect. 

Commissioner Mills will also speak. 
A panel discussion, with all speakers 
participating, will conclude the day. 
On Feb. 26 the executive committee 
will meet, and a cocktail party will be 
held with field men and other company 
representatives as hosts. 


National Cash Register 


Brochure Features Insurer 


National Mutual of Celina group was 
featured in a brochure prepared by 
National Cash Register Co. The bro- 
chure explains how the business ma- 
chines company analyzed requirements 
and designed special equipment to han- 
dle poliey recording and billing of Na- 
tional Mutual’s economy auto policy in 
which the insurer does all the paper 
work. 


Tri-State Claims Assn. 


Elects New Officers 


Tri-State Claims Assn. (Louisiana, 
Mississippi, Arkansas) has_ elected 
Robert Motsinger, Crawford & Co., 
president; Joseph Gay, Riser, Young & 
Kolb, 1st vice-president; Edward Sul- 
livan, Ins. Co. State of Pennsylvania, 
2nd vice-president, and Miss Donnie 
Moore, Travelers, secretary-treasurer 
(reelected). Installation was conducted 
Feb. 10 at the Town & Country Club 
Hotel, Bossier City, La. 


American Mutual Changes 


American Mutual of Charleston, S.C., 
has promoted James D. Lubs to vice- 
president. Carolina National, its affil- 
iate, has named him vice-president 
and secretary. Marvin W. Metzger, un- 
derwriting manager, and William D. 
Hilton, production manager, have been 
named assistant secretaries of Amer- 
ican Mutual. William P. Ogilvie of the 
administrative department has been 
named treasurer of both companies, 
and Miss Norma N. Lubs accounting 
supervisor of Carolina National, has 
been appointed assistant treasurer of 
that company. 

During the past year American Mu- 
tual opened an office in Greenville, 
S.C. A separate department was es- 
tablished to handle general liability 
business. Carolina National acquired 
the business of the Hendley-Morris Co. 


Travelers Raises Dividend 


Travelers has increased its quarterly 
dividend from 35 to 40 cents, the cur- 
rent one payable March 10 to holders 
of record Feb. 3. 


Honored At 50th Milestone 


Officers, their wives and the office 
staff were guests at a testimonial din- 
ner for Herbert J. Hoeffel, president of 
the Egbert F. Ashley Co. agency in 
Rochester, N.Y. The affair was held 
exactly 50 years from the day Mr. 
Hoeffel began to work for the agency. 
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Two Rocky Mountain 


Associations Merging 


Mountain States Capital Stock Insur- 
ance Assn. and Mountain States Cas- 
ualty & Surety Assn. have voted to 
merge into one organization embracing 
all lines of insurance except A&S 
and life. 

The new organization will be known 
as Mountain States Capital Stock In- 
surance Assn. and will officially be 
formed at a joint meeting of members 
of both organizations in Denver, Feb. 
13. 

The organization will be composed 
of field men of capital stock insurance 
companies operating in Colorado and 
Wyoming. Its purposes are manyfold 
including the discussing of and sug- 
gestions for solving problems of writ- 
ing insurance and loss prevention to 
provide trade groups and civic organi- 
zations with speakers on insurance 
topics, conveying to the public ways 
and means of preventing losses, and 
preservation of lives and property. 


Spectator Advances 
Cullen And Alrich 


The Spectator has advanced Thomas 
J. V. Cullen, editor, to editor-in-chief 
and William M. Alrich, managing ed- 
itor to editor. Mr. Cullen will have 
increased responsibilities with statis- 
tical tables. He joined the magazine 
as a Statistician in 1913 and was named 
editor in 1929. He is a director of West- 
ern & Southern Life. 

Mr. Alrich has been managing ed- 
itor of the magazine for the past eight 
years. 


Cosmopolitan Names Two 

Cosmopolitan of Chicago has ap- 
pointed Peter Bergman treasurer and 
Robert F. Janis assistant vice-presi- 
dent in charge of casualty claims. 

Mr. Bergman, a CPA, has been an 
auditor with the army audit agency. 
Mr. Janis has been with Indemnity of 
North America and LaSalle Casualty. 
He was admitted to the Illinois bar in 
1941. 
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More Quality, Not 
Quantity In Insurers 
Is McClain’s Goal 


(CONTINUED FROM PAGE 1) 
insurance commissioner I could find, 
and I believe I got the best that could 
have been found.” He paid tribute to 
Mr. McClain’s “personal sacrifice” in 
accepting the job in the interest of 
public service. 

Also at the head table were the 
commissioners of Indiana’s four bor- 
dering states, or their representatives 
—E. A. Stowell of Ohio and W. T. 
Hockensmith of Kentucky were both 
present and A. Vernon Rosenthal re- 
presented Illinois and John Wickstrom 
represented Michigan. 

Past Indiana commissioners Harry 
Wells, William Davey, and Alden 
Palmer were introduced along with the 
members of the insurance committees 
of the Indiana house and senate. 


Asks Higher Appropriation 


Mr. Jackson was serious briefly 
when he made a plea for a_ higher 
appropriation for the Indiana depart- 
ment. He demonstrated how only 2% 
of the tax on Indiana insurance goes 
for the operation of the department 
($217,000 of more than $10 million in 
1960), although that’s what the tax 
was originally established for. The 
rest goes to the general fund. 

The commissioner echoed this plea 
for more adequate funds by asking 
every one present to make his wishes 
for an adequate appropriation known 
to members of the legislature. Mr. 
McClain assured his audience that he 
was not afraid of the job and pledged 
“to strengthen what we have rather 
than encourage new companies.” Much 
of his remarks were reminiscences 
about his friends in the audience and 
his previous years as commissioner 
(1933-37) under the governorship of 
Paul V. McNutt. 

Former Commissioner Ashley closed 
the program, candidly admitting that 
he was “glad to be there, but wished 
it could be under other circumstances.” 


State Disability System 


Bill Reappears In Mich. 


LANSING—Sen. Rahoi, Iron Moun- 
tain, has introduced in the Michigan 
legislature his perennial bill to create 
a state monopolistic disability insur- 
ance system. 

The measure would place all em- 
ployers of four or more persons under 
the plan which would pay benefits to 
all employes who are idled by illness 
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or injuries and who are not covered 
under workmen’s compensation. Bene- 
fits would range up to 90% of salary 
or $90 weekly, whichever was less, and 
would run up to 26 weeks. 


Hemion Elected V-P 
Of United Pacific 


Whittaker M. 
Hemion, whose ap- 
pointment as head 
of United Pacific 
group’s fire oper- 
ations was an- 
nounced in Janu- 
ary, has been 
elected vice-presi- 
dent of United 
Pacific. 





W. M. Hemion 


File Flexible Casualty 


Rate Bills In Tex. Senate 


AUSTIN—Bills providing flexible 
rates by amending the casualty law 
have been filed in the Texas legislature 
by Sen. Secrest and Rep. Pearcy, both 
of Temple. In an explanatory state- 
ment, the authors also attacked the 
safe driver plan, which would be made 
optional under the proposed amend- 
ments. 


Under Uniform Rate Law 


For more than 30 years Texas has 
operated under a uniform rate law. 
Opponents of the flexible rate bill have 
been successful in the last two sessions 
of the legislature in preventing its 
passage. 


Warns Michiganders Not To 


Use Fire Chasing Adjusters 


LANSING—Attorney General 
Adams issued an official warning to 
Michigan residents during last week 
relative to patronage of “fire-chasing” 
adjusters and repair contractors. 

“High pressure selling tactics,’ he 
declared, “applied while a family is 
caught up in the confusion and despair 
of a fire often result in unhappy set- 
tlements and exorbitant contracts for 
insurance adjustments and_ repairs 
repairs.” He urged all property-owners 
involved in fires to delay action in 
such matters and not to sign up for 
with persons appearing on the scene 
of fires. He said several days of “‘cool- 
ing off’ should be the sensible rule for 
persons confronted with losses, with 
the intervening time used to make 
inquiries relative to various services 
they might require to obtain the best 
settlements. 





Correspondents of 
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Professional Service for all 


your Lloyd's Coverages 


H. Wm. SADLER & CO. 


175 W. Jackson Blvd. 
W Abash 2-7681 


Chicago 4, Ill. 
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Story Named V-P Of 
Prov. Washington; 
Two Made Officers 


Providence Washington has named 
George S. Story vice-president, and 
Christopher S. Kempf and Leon N. 
McKenzie Jr. assistant secretaries. 

Mr. Story joined the company in 
1950 and was appointed assistant sec- 
retary in 1953 and secretary in 1956. 
He is manager of the ocean marine 
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and multiple line departments. 

Mr. Kempf, with the company since 
1951, was at the New York office before 
his transfer in 1960 to the home office 
where he has been assistant to the 
vice-president in charge of automobile 
and casualty underwriting. 


Joins Company In 1947 


Mr. McKenzie joined the company 
in 1947. He became assistant manager 
of the inland marine department and 
in 1959 was advanced to production 
manager for the southeastern states. 
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A loyal local agency “family” is the greatest asset any insurance 
company can have. PLM is especially fortunate in the caliber 
and devotion of the men—and women—who represent it before 
the public. Day by day, through the years, they are helping to 
build PLM’s image and its reputation. We,in turn, strive to sup- 
port them loyally and well. It seems to be paying off for both of 
us. We believe you would be happy in the PLM agency family. 


plm 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building « Philadelphia 7, Pa. 








A MULTIPLE LINE COMPANY 
“Founded in the Birthplace 
of American Mutual Insurance”’ 


Branch Offices in New York, Los Angeles, Charlotte, N.C., Phoenix., Ariz. 
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When Agent Is Liable For Faulty Coverage 


(CONTINUED FROM PAGE 16) 
occurred, the insurer denied liability, 
and the merchant sued. 

The court held the company not 
liable because of the material conceal- 
ment of fact. The owner then sued the 
agent and recovered. The supreme 
court said that the agent or broker in 
negotiating for a policy is the agent of 
insured and as such owes a duty to his 
principal to exercise reasonable skill, 
care and diligence. This, the court said, 
the agent had failed to do in this 
instance. The agent argued that in- 
sured should have read the policy. The 
court rejoined that the agent’s mis- 
leading statements and lack of care 
relieved the owner of the consequences 
of not having read his policy. 


Failed To Instruct Company 


In an older case, Mr. Wagner said, 
the agent was held liable for failure 
to carry out instructions to his com- 
pany to reduce a binder from $2,500 to 
$1,500. He was liable for the difference. 
The agent argued that the company’s 
letter was merely a polite request that 
the amount be reduced. But the court 


said that the company’s request was 
“the equivalent of a command.” 

There are many cases in other jur- 
isdictions, Mr. Wagner said. The rule 
seems well established that an agent 
or broker who, with a view to com- 
pensation for services, undertakes to 
procure insurance for another, and he 
fails to do so through his own fault or 
negligence, is liable for any resulting 
damages. 

It is then of the utmost importance, 
Mr. Wagner said, for an agent or 
broker, in his efforts to procure insur- 
ance, to “seasonably” notify his insured 
if he can’t do so. His failure to provide 
this kind of notice creates a personal 
liability. 

Several cases over the country hold 
the agent or broker liable if he neglects 
to renew a policy which has expired, 
where he is under an obligation to 
keep the premises insured. The catch, 
he said, is, what are the circumstances 
or conditions which placed the agent 
or broker under an obligation to keep 
the premises insured? 

Here, Mr. Wagner said, his conduct 
or past practice spells out at least an 
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PACIFIC NATIONAL’S PN/PM PLAN 


New sales tool-— Here is a valuable new sales tool that’s easy for producers 
to handle. We take care of all billing after the first monthly premium payment is 
made. Payments may be as little as $10 per month, and PN/PM can be applied to 
most single coverages, or any combination of coverages. 


Full commission in advance —Best of all, this modern marketing 
plan pays you a full commission immediately on each policy you sell, whether it 


be for one year, three or five. 


PACIFIC NATIONAL FIRE INSURANCE COMPANY 


AFFILIATED WITH AMERICAN SURETY COMPANY OF NEW YORK 
A MEMBER OF THE TRANSAMERICA INSURANCE GROUP 
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implied agreement to do so—if there 
is no definite agreement. 

Under the agency system, policy- 
holders rely entirely on agents to ob- 
tain the coverages they need and, 
more importantly, to keep them con- 
tinuously protected by renewing poli- 
cies at expiration—or notifying them 
some time prior to expiration, Mr. 
Wagner said. 

When insured complains that a pro- 
ducer renewed his policy without 
authorization and then bills him for 
the earned premium, the department 
“explains that at least in fire and 
casualty, even though the premium has 
not been paid, creation of debt for the 
premium is the consideration that puts 
the contract into force. If a loss had 
occurred, we would expect the com- 
pany to pay, though the premium had 
not been paid.” 

He urged agents that if they have 
policies they don’t intend to renew, 
even if insured orally has told them he 
doesn’t want it, get it in writing. He 
noted that the Connecticut supreme 
court has distinguished between agent 
and broker in one case by holding 
that notice to a broker is not notice to 
the company. 

He warned agents to take care of 
assigned risks carefully. One agent 
failed to notify his company for 363 
days after he had been notified by 
insured of an accident. Assigned risks 
produce so many problems in this and 
other areas, Mr. Wanger hopes they 
don’t increase in Connecticut as they 
have in other states. 


Heist, Beebe Named 


By Liberty Mutual 

Ray K. Heist, vice-president of Lib- 
erty Mutual, has been named manager 
of the business sales department at the 
home office. Albert Beebe has been ap- 
pointed assistant vice-president and 
regional manager for Brooklyn and 
Long Island, N. Y. 

Mr. Heist, with the company since 
1934, was in claims and sales work be- 
fore becoming district and then region- 
al manager at Newark. Most recently 
he has been vice-president and man- 
ager of the central division at Pitts- 
burgh. 

Mr. Beebe joined the company in 
1925. He was active in sales before be- 
coming resident manager at Albany. 
Later he was at the New York office 
and most recently in Brooklyn. 


Court Holds For UJF In NJ. 


Where plaintiffs in civil accident 
suits involving a hit run driver have 
obtained some evidence as to the iden- 
tity of the driver, they should proceed 
with their civil suit before suing the 
Unsatisfied Claim & Judgment Fund, 
the appellate division of the New Jer- 
sey superior court has ruled. 

Edward McGainey and Joseph Mc- 
Gainey, pedestrians, were injured in 
an accident on Oct. 25, 1958, in Mont- 
clair by a hit run driver who, on the 
basis of information obtained later, 
they claimed was Mrs. Jean Z. Cable. 
They also sought to make the fund 
party to the suit. Their action was 
dismissed by the lower courts. 

The court ruled that the plaintiffs 
must first proceed against Mrs. Cable 
before they may proceed against the 
fund. 


Radiation Talk At S.F. 

Fire Underwriters Forum of San 
Francisco on Feb. 15 will hear a lec- 
ture accompanied by slides on hazards 
of radiation by Frederick J. Shon, 
lecturer and research engineer for the 
University of California research lab- 
oratory at Livermore. 
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Security Bureau's Work 
Cutting Dock Thefts 
Outlined At N. Y. Meet 


Security Bureau, an _ organization 
for the suppression of theft and pilfer- 
age at the Port of New York, reelected 
its officers at its annual meeting in 
New York. 

Elected to the board of the bureau, to 
represent insurer members, were Dale 
E. Taylor, Atlantic Mutual, Robert A. 
Murphy, Chubb & Son, and George 
Inselman, Marine Office of America. 

The annual report of the president, 
James P. McAlister, McAlister Light- 
erage Line, noted continuation of the 
bureau’s theft prevention program and 
its investigative activities. The bu- 
reau’s legal staff made 348 appear- 
ances at various criminal courts, New 
York, New Jersey and federal, and 
also before administrative agencies. A 
total of 46 convictions resulted. The 
convicts included truckmen, longshore- 
men, hatch bosses, crewmen and bag- 
gage handlers. 


$100,000 In Goods Recovered 


Illicit receivers included a_ bakery 
foreman, a bartender, an auto wrecker, 
salesmen, and proprieters of a music 
shop and a wholesale drug business. 
Goods worth more than $100,000 were 
recovered, including liquor, musical 
instruments, photographic equipment, 
jewelry, drugs, coffee, cases of silk and 
piece goods, bales of woolens, transis- 
tor radios, rugs, and sports goods. 

Sentences imposed ranged up to six 
years’ imprisonment. Mr. McAlister 
remarked, however, that too often ef- 
forts of the bureau and law enforce- 
ment agencies are frustrated by indul- 
gent and inadequate sentences. 

He emphasized that the bureau aims 
at prosecuting all instances of water- 
front larceny, regardless of the value 
of the goods. Prosecution is undertaken 
only in cases where the facts are 
sufficient to establish a prime facie 
case. He pointed out that since the 
bureau began operations in 1947 no 
member firm has been subjected to a 
lawsuit, as a result of filing a criminal 
complaint, where it had consulted the 
bureau. 

In connection with loss prevention, 
the bureau conducted five courses 
under its standard industry training 
program for pier guards. A total of 227 
guards completed the courses and 
passed the written examination. Re- 
fresher courses were taken by 138 
licensed watchmen. An average of two 
refresher courses a month will be 
given during the coming year in addi- 
tion to quarterly courses for new 
guards. 


Fund Names Perry, Brown 
In Virginia, Mississippi 

Fireman’s Fund has transferred Spe- 
cial Agent F. Kimball Brown from 
the southwest Virginia territory to the 
Mississippi field at Jackson. He suc- 
ceeds Special Agent Walter S. Pierce, 
who has taken charge of the new 
Pensacola, Fla., office. 

Mack K. Perry will replace Mr. 
Brown at Roanoke, Va. Mr. Perry has 
been with the Fund four years in the 
southern department. 


Declares 10% Stock Dividend 

Civil Service Employees of San 
Francisco will pay 10% stock dividend 
March 15 to stock of record Feb. 21. No 
fractional shares will be issued. A 30 
cent cash dividend will also be paid 
March 15 to stock of record Feb. 21, 
including the shares issued as a stock 
dividend. 
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Underwriters Adjusting 
Promotes Aldrich In Neb. 


Duane Aldrich has been promoted 
by Underwriters Adjusting from man- 
ager at Omaha to supervisor of the 
Nebraska district. Mr. Aldrich has been 
with Underwriters for 16 years, and 
was general adjuster and manager at 
Lincoln before going to Omaha. 

D. L. O'Donoghue Inc., New York 
reinsurance intermediaries, have elect- 
ed Robert J. Giesen, a vice-president, 
to the board. 











Your Client 


relies on you for protection and 
counsel. To avoid the hazards of 
over or under insurance, make cer- 
tain your client’s “coverage” is 
based upon a factual, provable ap- 
praisal by an experienced, reliable 
appraisal organization. 


THE LLOYD -THOMAS co. 


Recognized Appraisal Authorities 








HOME OFFICE: 
4411 Ravenswood Avenue 

Chicago 40, Ill. 
REPRESENTATIVES COAST TO COAST: 
Buffalo Detroit Milwaukee 
Cincinnati Grand Rapids Minneapolis 
Cleveland Houston New Orleans 
Columbus Indianapolis New York 
Dallas Kansas City Pittsburgh 
Des Moines Louisville St. Louis 

Los Angeles 
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Says To Stop Paying 
‘Improper’ Claims 
A subscriber writes: 


Here is an idea that could serve to 
correct the unprofitable experience of 
fire companies and, at the same time, 
lend strong emphasis and incentive to 
the sale of broader and more com- 
prehensive forms. Adoption would re- 
quire merely an understanding ac- 
ceptance by companies and producers 
and agreement not to compete in pay- 
ment of improper losses. 

We should return to strict inter- 
pretations of “fire” and “windstorm” 
as to losses under straight fire and 
extended coverage policies. The pres- 
ent practice of paying for cigarette 
scorches, “friendly” fire damage, and 
damage by wind which is not a wind- 
storm under fire and EC policies is 
staggering in its total cost, and unfair 
to those who pay higher premiums 
for broader protection which truly 
covers such losses. The ready payment 
of such losses under fire and EC pol- 
icies is a detriment to the sale of the 
broad form, special building form, 
personal property floater and home- 
owner C, etc., whose premiums include 
loadings for these as well as other 
perils. 


Resistance Dissolves 


During the depression there was 
organized resistance to _ cigarette 
scorch losses which gradually dis- 
solved in the following profitable and 
competitive years. The comparatively 
recent development of broader cover- 
ages at increased rates offers the op- 
portunity of a reasonable approach to 
the problems. 

We should say, “I’m sorry, Mr. In- 
sured, your limited fire and extended 
coverage policy does not cover such 
damage—the slightly more expensive 
forms would cover it—shall we change 
the coverage now or at renewal to 
cover future damage like this?” 

Many companies readily pay scorch 
losses under fire policies or do not 
apply deductibles which might proper- 
ly apply, and pay losses by wind dam- 
age without the simplest inquiry into 
wind velocity. Some producers object 
to blithely paying these losses, particu- 
larly when insured had refused to buy 
the broader coverage which would 
have properly covered such loss. Why 
should he, if he’s paid anyhow under 
the more limited form? 

Payments in many instances are 
truly discriminatory yet I have never 
heard of an insurance department 
criticizing this type of discrimination 


Redmon Heads Renamed 


Ariz. Claims Men Assn. 


B. G. Redmon, Hartford Accident, 
has been elected to head the renamed 
Arizona Insurance Claimsmen’s Assn. 
Other officers are James A. Tucker, 
State Farm Mutual, vice-president; 
Martin Carey, Transport Indemnity, 
secretary, and Robert C. Bowerman, 
Springfield F.&M., treasurer. 

The group, formerly named Casualty 
Adjusters Assn. of Phoenix, was re- 
organized to permit membership from 
all over the state. 


The New Jersey legislature has 
passed and sent to the governor a 
measure designed to limit actions for 
compensable accidents to the single 
recourse of workmen’s compensation. 
An employer or coemploye of the per- 
son injured or killed could not be held 
liable in any other action at common 
law, except for intentional wrongdo- 
ing. 



















































































Our Rate Book Bulges With 
17 DIFFERENT Time-Loss Plans 


With 17 separate approaches to time-loss coverage, 
Occidental has a program to fit every known need. 





Occidental developed this complete, well-rounded 
line by recognizing the buyer’s needs, then acting to 
meet those needs. 


EXAMPLE: Many time-loss prospects wanted 
something more than a Commercial plan, but 
couldn’t afford Non-Can. So Occidental last year 
stepped in with a new policy series— 
GUARANTEED RENEWABLE TO AGE 65. 


( We renew this series to the buyer’s 65th birthday. 
And at a rate much lower than Non-Can! 
No premium increase, except on a class basis. ) 


Maybe our Guaranteed Renewable line is just 
what your buyer wants. 


Or maybe it’s Non-Can. Or Commercial. Perhaps 
it’s tailor-made. Or special package. But whatever 
his needs, one of our 17 plans will do the job! 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles / Earl Clark, C.L.U., Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 





















YACHTS + AIR CARGO 
FIRE AND ALLIED LINES 
AUTOMOBILE PHYSICAL DAMAGE 
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WANT ADS 


. 


Rates—$22 pér inch per insertien—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER 








CLAIMS 
ADJUSTER 


Excellent opportunity for a first-class 
claims man, in the Chicago area, 
with one of the Nation's leading 
and fastest growing medium-sized 
Casualty Companies writing Liabil- 
ity and Workman's Compensation 
on large and unusual risks—special- 
izing in Transportation. 


Must have a strong work background 
with a minimum of five years expe- 
rience. 


Company car furnished. All Em- 
ployee Benefits. Attractive starting 
salary with great potential for future. 


Reply must state full information 
including age, experience, educa- 
tion and salary requirements. All in- 
formation confidential. Submit to 
W-47, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 


CASUALTY COMPANY WANTED 


—Managing General Agency plant 
in the State of Indiana interested in 
discussing contract with stock or 
mutual company writing automobile 
and miscellaneous casualty. Reply 
to W-24, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 








SPECIAL RISK UNDERWRITER 


Excellent opportunity in midwestern Home Of- 
fice of rapidly growing all-line company. Ap- 
plicants must have good background in sub- 
standard, excess and special risk underwriting. 
Salary open; good benefits program and work- 
ing conditions; relocation expenses paid. Replies 
strictly confidential. Write to W-28, National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, 
Hlinsis. 














RARE PRODUCTION JOB 


A Top surplus line office in New York 
requires a first class production man with 
good technical knowledge of Fire and 
Casualty lines. We would like someone who 
is quite happy with his present job but 
would like to get a better opportunity of 
quicker advancement and more money now. 
Write NY-52, National Underwriter Co., 
17 John St., New York 38, N.Y. 


RESEARCH 
AND ADMINISTRATION 


Plan and direct insurance research studies for 
use in development of state insurance law and 
rules. Review proposed insurance legislation. 
Carry high level responsibility in administration 
of the department. Career opportunity. College 
graduation, five years experience planning and 
directing insurance research programs. Wiscon- 
sin State Bureau of Personnel, Madison 2. 








General Agency Needs Additional Facilities 
for Fire and Casualty Lines covering 
Maryland. 

Write to W-30, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 








Insurance Analyst for Boston 


New York consulting firm. Applicant to 
join our staff. Knowledge of property and 
casualty lines essential as well as ability 
to survey insurance schedules and prepare 
written reports, principally for large corpo- 
rate risks. Salary and profit-sharing ad- 
justed to qualifications. Write to W-9, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 


Available 


Multiple Line Fieldman, heavy casualty would 
consider change. 12 years in Oklahoma with 
leading Stock Agency System Company. Age 
42. Present salary $7,500. Write to W-3l, Na- 
tional Underwriter, 175 West Jackson Blvd., 


Chicago 4, Illinois. 

















MANAGER LOCAL AGENCY 


A large Louisville, Ky. agency is in need 
of office manager. Must be familiar with 
both Fire & Casualty. Must be under 40 
years of age. A good opportunity for the 
right man. Reply to W-13, National Under- 
writer, 175 W. Jackson Blvd., Chicago 
4, Illinois. 


wanted 


Experienced man to manage insurance office. 
State age, experience, and present salary. Our 
help knows of this ad. Salary this side of 
$6,000. Your answer strictly confidential. Write 
to W-35, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








Auto Casualty Company 


Want to purchase small auto casualty company 
or management contract (stock, mutual or re- 
ciprocal). Investment up to $200,000. Write to 
W-36, National Underwriter, 175 W. Jackson 
Bilvd., Chicago 4, Ill. 
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Society Progresses To Degree Granting 


(CONTINUED FROM PAGE 1) 
would be recruited by insurers, agen- 
cies and brokerage firms from the up- 
per half of high school graduating 
classes. As in a number of other col- 
leges, students would alternate their 
time between the classroom and their 
employers’ offices. 


Advantages Cited 


At the end of 5% years under the 
work-study program, each _ student 
would have 2% years of practical 
work experience in addition to his de- 
gree with a strong insurance major. 
Enrollment for the first year would be 
limited to 200 students. 

The college has been under discus- 
sion for several years. The first posi- 
tive step toward its creation was 
taken last May when the society’s di- 
rectors named a special committee to 
study the project. 

The recent letter asking support by 
top executives was signed by Alan O. 
Robinson, president of Yorkshire and 
chairman of the society, and by Wil- 
liam P. Worthington, chairman of 
Home Life and chairman of the col- 
lege development program special 
committee. They point out that one of 
the greatest needs in the business is 
the recruitment and training of high 
quality personnel. In recognition of 
this common problem, the letter states, 
the society’s directors believe that it is 
now ready to provide additional facili- 
ties which will aid all companies’ re- 
cruiting and educational efforts. 

To make these new services avail- 
able, it is felt that it would be wise to 





AVAILABLE 
EXCESS SURPLUS LINE MARKET 


Multiple line excess surplus line company 
wants aggressive, knowledgeable surplus, 
line producers in all states. Large volume 
not necessary. Good commission. Binding 
facilities, Write NY-50, National Under- 
writer Co., 17 John St., New York 38, N. Y. 








Available 


Disposing of interest in large Eastern agency. 
Native Californian desires company or agency 
connection in Bay Area. Age 41. College Grad- 
uate. I5 years corporate officer. Experience 
heavy in account selling. Reply to ‘ 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








Inland Marine Department of multiple line In- 
surance Company in Middle Atlantic area de- 
sires Asst. Manager for Inland Marine Dept. 
of Home Office. Field and Home Office expe- 
rience necessary. Salary commensurate with 
ability and experience. Write to W-43, National 
ws 175 W. Jackson Blvd., Chicago 4, 
inois. 








WILL FREE FLORIDA PRODUCER 


from paper work. Due to physical handicap, 
42-year old New York producer with 21 years 
experience in own agency seeks office work as 
employee in Florida agency. Write NY-53, 
National Underwriter Co., 17 John St., New 
York 38, N. Y. 








BOND UNDERWRITER 


Multiple-line Cas. Co. interested in well expe- 
rienced Bond man. Younger age bracket, Cleve- 
land territory. Please do not apply unless you 
have actual underwriting exp. Forward complete 
detailed resume to Att: OVH., P.O. Box 88, 
Balto. 3, Md. 


General Agency Available 


with Illinois stock company. 
rates on most casualty lines, 


Below manual 
including auto- 
mobile. Full general agency commission to re- 
liable firm with good business. Write to W-26, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois, and your inquiry will be 
kept confidential. 


MANAGER 


Our multiple line stock company is in need of 
a Service Office Manager for Milwaukee. We 
are interested in a man with broad multiple 
line experience in Southeastern Wisconsin. 
Please give details of experience in reply to 
W-48, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








FIRE UNDERWRITER 


Multiple-line Cas. Co. interested in capable 
fire underwriter, Ig. Branch Office, Cleveland, 
Ohio. Do not apply unless you have actual exp. 
in Ohio territory. Will consider young to middle 
age bracket. Address replies, giving complete 
detailed info as to age, exp. salary desired, 
etc. to Pers., P. O. Box 88, Balto. 3, Md. 











FOR SALE—$100,000 annual premiums 
Fire & Casualty agency. Growing mid-west 
town, Party with good collateral can buy 
on monthly payments. Write to W-41, Na- 
tional Underwriter, 175 W. Jackson Blvd., 





Chicago 4, Illinois. 


UNDERWRITING SUPERINTENDENT 


The Midwest Department of a national well 
known stock company has an opening for a 
casualty underwriting superintendent to super- 
vise the casualty operations in Chicago. Excel- 
lent salary for man who qualifies. Please give 
details in reply to W-49, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 











make the society’s school a degree- 
granting institution. The letter states 
that intelligent recruiting and training 
is the key to sound growth of all com- 
panies in the business and urges ex- 
ecutives to join in supporting a project 
which will ease these problems 
“through the expanded facilities of 
our own society which has served us 
so well in the past.” 


Continental Casualty 
Set Records In 1960 


Continental Casualty and its wholly- 
owned subsidiary, Transportation, in 
1960 wrote consolidated net premiums 
of $322,773,438, a gain of $29,545,329 
over 1959. Underwriting profit in- 
creased to $11,122,739 as compared 
with $9,384,924 in 1959. Net investment 
income was $13,851,908, a gain of $1,- 
617,398. 

After provision for income taxes, 
consolidated net income from oper- 
ations amounted to $18,179,647. This 
was an increase of $2,925,213 in 
1959. 

At Dec. 31, surplus to policyholders 
was at an all-time high of $234,388,269, 
a gain during the year of $20,485,953. 


Losses Of Harttord 
Steam Boiler Rise 


Hartford Steam Boiler had an un- 
derwriting loss of $1,094,188 in 1960. 
Premiums written reached a new high 
of $27,196,990, and earned premiums 
were $22,174,845. Unearned premium 
reserve increased by $5,022,145. 

Incurred losses were $7,053,898, with 
several large losses in the closing 
months of 1960. The total of under- 
writing expenses, including a con- 
tribution to the employe’s retirement 
fund, was $23,269,033. Net income from 
investments was $2,001,705. The net 
gain from the year’s operations was 
$850,395. 

At the end of 1960, surplus was $34,- 
929,683 and assets were $87,166,941. 
Premiums in force stood at $76,027,993, 
up by $5,221,925. 


Traffic Deaths 
Up 1% In 1960 


Traffic accidents in 1960 took the 
lives of 38,200 persons and caused 
1,400,000 injuries disabling beyond the 
day of the accident, according to esti- 
mates of the National Safety Council. 
It was the highest traffic death toll 
since 1957, when 38,702 persons died. 
The 1959 traffic toll was 37,910 deaths 
and about the same number of dis- 
abling injuries as in 1960. 

While the toll was rising 1% from 
1959, a record-low rate of 5.3 deaths 
for every 100 million miles of motor 
vehicle travel was recorded. The mile- 
age death rate in 1959 was 5.4. 


Record Highway Travel 


A 2% increase in travel in 1960 
more than offset the 1% rise in deaths, 
the council said. Highway travel was a 
record 715 billion miles in 1960, as 
compared with 700 billion miles in 
1959. 

The cost of traffic accidents in 1960 
was estimated by the council at $6.4 
billion. Property damage from traffic 
accidents was $2.15 billion. 

For December alone, the council 
said, 3,520 persons died in traffic 
accidents—down 5% from the Decem- 
ber, 1959 figure of 3,707. 
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IRS Is Seen Taking First Foreign Reinsurer Tax Action 


(CONTINUED FROM PAGE 1) 
nancial operations on any foreign com- 
panies they control or subsidiaries. 
The U.S. companies were informed of 
the new regulations, and it was as- 
sumed that once the returns were in 
the hands of IRS, which should be by 
the end of 1961, the service would be 
in a better position to close what it 
has for some time considered in some 
cases “a tax loophole.” 

That was about how matters stood 
late in January when the old admin- 
istration took its leave of Washington 
and the new one stepped in. 

Then President Kennedy’s task force 
on the problem of balance of pay- 
ments between the U.S. and other 
countries suggested scrapping, at least 
in some countries, the income tax 
break afforded the profits of foreign 
subsidiaries of U.S. corporations. 


Profits Stay In Foreign Nations 


The reasoning behind this sugges- 
tion, and much of the other opposition 
to the foreign subsidiary device, seems 
to be that although the law provides 
for taxing those profits when they are 
brought back to the United States, it 
never or seldom seems to work out 
that way. Profits of subsidiaries in so- 
called tax-haven countries tend, they 
say, to stay put on foreign shores for 
two reasons—(1) The fact that they 
become taxable if returned to the U.S. 
and (2) because of the more favorable 
rate of return on foreign investments. 

The task force recommendation, plus 
pressure from some _ Congressional 
sources, may have stirred IRS into ac- 
tion. Anyway, early this month IRS 
let loose with its TIR-300, a technical 
information release, which seems to 
point the way towards which IRS is 
heading. 


Notes 1960 Returns 


TIR-300 said that in its examination 
of 1960 income tax returns, the service 
will carefully scrutinize all reinsurance 
arrangements between domestic and 
foreign reinsurers in cases where a 
close relationship exists, whether di- 
rectly or indirectly, between the do- 
mestic organization controlling the in- 
surance business and the ultimate for- 
eign insurer to determine for federal 
income tax purposes “whether in sub- 
stance, the particular arrangements are 
entered into with a bona fide busi- 
ness purpose or, in fact, represent a 





CADILLAC ASS@CIATES, INC. 
Insurance Division 

29 E. Madison Bldg. 

Chicago 2, Illinois 


e As the country’s largest executive 
placement service, we can find a man 
the career opportunity of a lifetime. 


e@ Our national coverage puts us in 
touch with employers in any part of 
the country. 


e@ Employers call on us in their search 
for EXECUTIVE Personnel. 


e@ Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 


e@ CADILLAC is where more executives 
find their positions than any where 
in the world. 


H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidential. 








plan for the avoidance of federal in- 
come taxes.” 

After noting that a number of situ- 
ations had come to the attention of 
IRS involving use of foreign insur- 
ance subsidiaries generally located in 
tax-haven countries, the IRS stated, 
“Unless it could be clearly shown to 
the satisfaction of the commissioner 
that a real business purpose dictated 
the reinsurance agreement, it will be 
assumed that such arrangement was 
availed of for the purpose of tax 
avoidance, and, in such cases, the ar- 
rangement will be disregarded in ar- 
riving at the substance of the trans- 
actions for purposes of federal income 
tax.” 

It would appear, then, that the bur- 
den of proof as to whether a business 
purpose is being served will rest with 
the company owning a foreign reinsur- 
ance subsidiary. 

The service cited as one example of 
the type of reinsurance arrangement 
that it considers as having “no sub- 
stance” and therefore not recognizable 
for income tax purposes, the situation 
wherein, “The ultimate insurer or re- 
insurer of the lives of the debtors of a 
domestic finance company is a sub- 
sidiary of the finance company. Since 
the domestic finance company controls 
the placement of such insurance and 
is also the beneficiary thereunder, 
the premiums paid by such debtors 
constitute taxable income of the fi- 
nance company to the extent they are 
enjoyed by the finance company and 
without regard to whether the ulti- 
mate subsidiary insurer or reinsurer 
is a domestic or a foreign corporation 
or whether or not there are interme- 
diate independent insurers or reinsur- 
ers involved. 

“For example, it has come to the 
attention of the service that certain 
finance companies place credit life in- 
surance on the lives of their own deb- 
tors with independent domestic insur- 





Want Bureau Power 
Restored In Wash. 


(CONTINUED FROM PAGE 1) 

ing a balance between (a) unbridled 
rate wars with their accompanying 
chaos through company failures, and 
(b) the preservation of wholesome 
competition. Various states have found 
various equilibriums, ranging from the 
rates being made by the insurance 
commissioner to nothing but a filing 
requirement. Most states lie some- 
where in between. 

“The case of Ins. Co. of North Amer- 
ica vs Sullivan upset what the insur- 
ance commissioner believed to be the 
particular equilibrium that had been 
established in Washington. Until that 
decision, a company could meei its 
filing requirements by becoming a sub- 
scriber to a rate making organization, 
and such subscribership was deemed 
to be the company’s adoption in toto 
of the rates filed by the rating organi- 
zation. The company could then devi- 
ate from such rates only by a showing 
that somehow its particular operation 
would justify such deviation. Provi- 
sion was also made for the subscribing 
company to request the rating organ- 
ization to file a particular rate on a 
company’s request, and upon the fail- 
ure of the rating organization to do so, 
the company would be entitled to a 
hearing before the commissioner. 

“This bill is intended to accept the 
court’s invitation (in the North Amer- 
ica case), and to resore the equili- 
brium in Washington to what it was 
prior to the North America case.” 


ers which in turn cede reinsurance of 
these same lives to a foreign insurance 
corporation which is a wholly owned 
subsidiary of the finance company. The 
largest part of the premiums for such 
insurance is ultimately being deposited 
by the subsidiary in a United States 
bank which ‘loans’ the finance com- 
pany an amount roughly equivalent to 
such deposit, the amount of the inter- 
est paid by the bank on the deposits of 
the foreign insurance company being 
very little different from the amount 
pany to the bank on the ‘loan.’ Under 
such circumstances, a large part of 
the premiums paid clearly goes to the 
benefit of the finance company aside 
from its recoveries as a beneficiary.” 

Upon being queried by THE NATION- 
AL UNDERWRITER about whether TIR- 
300 constituted the  service’s first 
step of several against foreign sub- 
sidiaries, an IRS spokesman said that 
it could be considered “a beginning,” 
and that it may be presumed that the 
service would proceed along the lines 
indicated in the technical information 
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release. Nothing else, however, seems 
to be in the works at this moment, he 
said. 

On the other hand, it is fairly ob- 
vious that the feeling around IRS is 
that it can move against those insur- 
ance companies with foreign reinsur- 
ance subsidiaries that do not serve 
what it considers a legitimate business 
purpose, without having to wait for 
new laws to be passed by Congress. If 
the wording of TIR-300 can be taken 
at face value, all foreign reinsurance 
arrangement will be scrutinized, even 
though the service’s cited example 
may have been an unusual one. Fur- 
thermore, armed with the information 
returns it is requiring this year of all 
companies with foreign subsidiaries, 
IRS may be expected to take further 
action by the end of the year or the 
beginning of next. 


Lewis To Hingham Mutual 


Carl A. R. Lewis has joined Hingham 
Mutual Fire as a field man in Maine 
and New Hampshire. He was formerly 
special agent of Indemnity of North 
America in Massachusetts. 
































Nor A DAY passes but hundreds of 
agents move into a situation such as 
that illustrated. As often as not they 
are able to say: “Yes, you're fully 
covered.” But it took selling and in- 
surance experience to provide the 
client with enough coverage of the 
right kind. 

Loss reports show why every busi- 
ness regardless of size needs coverage 
against crime losses. Not only against 
burglary, theft and holdup, but cover- 
age on money against destruction or 
disappearance, whether or nota crime 
is involved. 





“My agent phoned- 
he’s on his way over” 
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Only the Broad Form Storekeepers 
Policy wraps up all of this coverage 
for the small retail or service busi- 
ness—in a low-cost package. It’s a good 
buy for the storekeeper, easier for 
agents to sell, and we provide the 
pre-call mailings that point up the 
advantage of Grain Dealers’ protec- 
tion and savings. 

Our AGENCY PLAN will help quali- 
fied producers in meeting competition 
for business and personal lines where 
sales turn on better value—better 
service. Write the nearest office for de- 
tails. 


(Cai Cealas/lfiaidl, 


INSURANCE COMPANY 
Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 


FIRE »* CASUALTY +» AUTOMOBILE +: INLAND MARINE 
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N.Y. Advised Against 
Extending Disability 
Law To Major Medical 


A committee appointed by Gov. 
Rockefeller to study the possibility of 
compulsory major medical in New 
York state has recommended that such 
a step would be unwise. However, the 
survey group, headed by Roswell B. 
Perkins, former counsel to the govern- 
nor, did report that a properly drawn 
law to accomplish this would be tech- 
nically feasible. 

Gov. Rockefeller asked the group to 
study the practicability of extending 
the present non-occupational disability 
benefits law to include major medical 
for all wage earners. The committee 
said that to do so now would put New 
York industry in an unfavorable com- 
petitive position with industry in other 
states that did not have similar cover- 
age. 

The committee found that about half 
of catastrophic expenses are for hospi- 
tal care and nearly 90% of workers 
covered by the disability benefits law 
have some hospitalization insurance. 
From 17 to 21% of costs are repre- 
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sented by surgical expense, against 
which 83% of covered workers have 
some insurance. The study also found 
that 31% of the work force, including 
employes of concerns with one em- 
ploye, farm workers, self-employed 
and a substantial number of unem- 
ployed are not covered by the disa- 
bility law. 

Protection against high medical costs 
would be incomplete without coverage 
of dependents. To include dependents 
in coverage might cause employers to 
discriminate against persons with de- 
pendents in their hiring. 


Butteville Ins. Co. Promotes 
Butteville Ins. Co. of Woodburn, Ore., 
has promoted Glen E. Ahre, secre- 
tary-treasurer, to the newly created 
post of executive vice-president; Ray 
Miller, assistant secretary-treasurer, to 
secretary-treasurer, and Mrs. Celia 
McClaughry to assistant secretary. 


Asheville (N.C.) Agents Exchange 
at its annual meeting elected Robert 
S. Webb Jr. president, L. L. Hutton 
Jr. vice-president, and Ralph H. 


Schwarzkopf secretary-treasurer. 





widening market. 


their major carrier. 
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Aerial View of a Marketing Plan 


From the personal insurance needs of a family on the go, to 
the complex requirements of a giant turnpike authority ...a 
tremendous challenge to the abilities of an insuror. General 
Accident offers multiple line facilities scaled to a constantly 


That’s why successful agencies from Maine to 
California consider the General Accident Group 


GENERAL ACCIDENT GROUP 


/ GENERAL BLDGS. « 


OF INSURANCE COMPANIES 
PHILADELPHIA, PA. 
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Frankenmuth Mutual In New Headquarters 


Frankenmuth Mutual’s new head- 


quarters was officially opened this 
week and company operations are un- 
der one roof for the first time. 

Since December, 1958, when the pre- 
sent company was organized through 
a merger, it was in two buildings. 

Frankenmuth settlers banded togeth- 
er in 1868 to form Deutsche Franken- 
muther Feuer Unterstuetzungs Verein, 
a mutual fire protection association. In 
order to belong to the original Verein, 
both husband and wife had to be able 
to speak German and be members in 
good standing in the Lutheran church. 
There were no written policies or con- 
tracts. Once each year the members 
were assessed to take care of the 
group’s indebtedness. In 1924 the name 
was changed to Frankenmuth Fire Aid 





Association, and membership require- 
ments were relaxed. Thereafter, any- 
one of good moral character could join. 
In 1941, the company was reorganized 
as Frankenmuth Mutual Fire and char- 
tered under the general mutual laws 
of Michigan. 

Carl Nuechterlein, second of three 
generations of Nuechterleins to serve 
as secretary of the fire company and 
present Frankenmuth Mutual chair- 
man, in 1921 saw the potential of auto 
insurance. A group of men associated 
with Frankenmuth Garage Co. decided 
to take a chance on this new venture 
and authorized Mr. Nuechterlein to 
have a charter drawn up. 

The fire and auto companies were 
merged in 1958, but not until now have 
they operated as a single unit. 





Gulf American F.&C. 
Record Good In 1960 


Gulf American Fire & Casualty of 
Montgomery, Ala., had an underwrit- 
ing loss of $32,007 in 1960. Net premi- 
ums written were $1,826,498. Policy- 
holders surplus rose to $1,165,891 from 
$1,128,535 in 1959. 

Combined loss and expense ratio for 
1960 was 95%. Investment income was 
$61,055 and net operating profit was 
$29,048. Assets rose to $2,387,645 from 
$2,040,178 in 1959. Earnings per share 
were close to 16 cents. The company 
is now doing business through some 
400 agents in Alabama, Florida, 
Georgia, Mississippi, South Carolina 
and Tennessee. 


Wabash F.&C. In Black 


After a net operating loss of $1.25 
million in 1959, Wabash Fire & Casu- 
alty has declared a dividend of 10 cents 
a share for 1960. President John Mc- 
Gurk, who succeeded former Gov. Hen- 
ry F. Schricker in October of 1959, 
said the company had a net gain in 
1960 of $163,923. Policyholders surplus 
increased to $3 million. Mr. McGurk 
said the upswing was achieved by a 
reduction of reinsurance costs, elim- 
ination of unprofitable out-of-state 
agency operations, cuts in internal op- 
erating costs and the introduction of 
several new types of coverage. 


SPECTATOR LIABILITY 


for 

Sports Car Rally, 
Gymkhana, 

and Auto-Cross 

Get full information, now, on 
our sound, reliable domestic 
market for BI and PD. Realistic 
limits. Pay-As-You-Go premium 


plan available, to sports car 
clubs. 


Hartford Fire Group Names 
Nunley, McNeill At Denver 


Hartford Fire group has appointed 
two special agents at Denver. Conrad 
O. Nunley will be in Colorado and 
Wyoming for Citizens and New York 
Underwriters. Clark J. McNeill will be 
in the same two states for Hartford 
Fire. 

Mr. Nunley joined the group at Chi- 
cago in 1948. He was a special agent in 
Colorado and Wyoming for nine years 
and has beer. in the group’s Indiana- 
polis office since 1959. 

Mr. McNeill, who attended the 
group’s training school, has been in 
the agency business at Cortez, Colo., 
since 1948. 


Aim At Cheating Drivers 

To eliminate cheating against the 
Maryland Unsatisfied Claim & Judg- 
ment Fund, the state is requiring in- 
surers to distribute forms to insured 
certifying that auto liability insurance 
is in effect. In 1960, John R. Jewell, 
motor vehicle commissioner estimates, 
half of those who claimed to be insured 
when registering their cars were lying 
in order to avoid paying the $26 fee 
that goes into the fund. The number 
of uninsured in the state is estimated 
at 160,000. If the motorist cannot dis- 
play the new form when he applies 
for registration, he has to pay the $26. 


INSURANCE 


— 


Vickery, Hoyt and Graham, Inc. 
175 W. Jackson Blvd. 
WaAbash 2-2862 


e Chicago 4, Illinois 


e Teletype CG 1-4386 
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General Agent Tells What's In Store In Commercial Field 


(CONTINUED FROM PAGE 10) 
block policy. Since the Inter-Regional 
Insurance Conference represents those 
companies, which in general, comprise 
the might and main of the property 
and casualty markets in this country, 
it should therefore follow as a logical 
step that this program will emerge as 
the normal in the field of commercial 
package policies. 

Mr. McPhaul’s next forecast was 
that agents shall more and more be 
heard and paid heed within the coun- 
cils of those responsible for product 
development of commercial package 
policies. 

Agents’ criticism of the homeowners 
program has not passed unnoticed and 
company executives, at the highest 
level, accordingly have examined their 
position in the light thereof. 

Among those commercial package 
policies which are in the stage of im- 
minent introduction in Texas are, first 
of all, a public and institutional prop- 
erty form, Mr. McPhaul said. The plan 
contemplates only the named peril cov- 
erages of fire, extended coverage, van- 
dalism and malicious mischief, replace- 
ment cost insurance, and where appli- 
cable, sprinkler leakage, and while not 
the most comprehensive, it is a 
package policy. The proposed rules 
provide for a single blanket average 
account rate, but probably the most 
unique feature of this contract will 
be the application of a mandatory $100 
deductible per building, but limited in 
the aggregate to $1,000 per occurrences 
to all losses except fire and lightning. 
The plan calls for periodic inspections 
of the insured property and this fea- 
ture, coupled with the mandatory de- 
ductible, will have the effect of reduc- 
ing the rate to be charged by a very 
substantial margin. 


The next contract receiving inten- 
sive study is a special motel policy— 
probably the most comprehensive of 
the currently recognized commercial 
package policies. This truly multi-peril 
policy, along with the homeowners con- 
tract, best approaches the ultimate in 
the packaging of coverage. The form 
will embrace both real property and 
business personal property and will in- 
sure against a large number of named 
perils. This is one of the two cover- 
ages required to establish eligibility 
for the package; the other being com- 
prehensive liability on premises and 
operations. Aside from the sizable rate 
discount to be available for the pack- 
age, the other principal attraction is 
the flexibility of the form as it per- 
mits inclusion of a number of impor- 
tant optional coverages. 

This special motel policy has been 


filed and written in several states for 
a number of years, by independent 
companies with much success, Mr. Mc- 
Phaul said. 

Another package policy which is 
likely to be developed is a basic multi- 
peril policy designed for commercial 
apartment projects. It is currently 
presumed that the coverages to be af- 
forded will be essentially those just 
described for the motel policy. The real 
importance of this form, however, is 
that there are discernable indications 
that the basic apartment house form 
may be so drawn that, with but little 
alteration, it can be adapted for use 
with almost any mercantile operation 
so classed as such. 

Another item, of little relative im- 
portance alone, Mr. McPhaul suggest- 
ed, but which does serve to illustrate 
the packaging trend, is the proposed 
attachment of a professional liability 
contract, including premises liability 
to an all-risk physicians or surgeons 
equipment floater policy. This, while 
not yet acted on, has been filed with 
the Texas department. 


London Market Experimenting 


Turning to predictions somewhat 
more risky, Mr. McPhaul said cur- 
rently, the London market is experi- 
menting in three major areas of sig- 
nificance. If these experiments prove 
successful, the cumulative’ effect 
thereof could well portend the most 
momentous advance the packaging 
concept has ever known. 

The first experiment of significance 
is the application of all-risk coverage 
to commercial and industrial real and 
personal property. The all-risk concept 
is, of course, not new and companies 
in this country have long provided such 
coverage on personal property. How- 
ever, with but few feeble exceptions, 
American companies have not done so 
for real or static property. 

The term “all-risk” can be mislead- 
ing and mean all manner of things to 
a number of different people, the 
speaker noted. However, the London 
form is usually much broader than its 
American counterpart in that it con- 
tains fewer exclusions and does really 
approach all-risk coverage in the clas- 
sic sense. 

The next item of significance is the 
increasing acceptance of the umbrella 
liability policy. There are a number of 
American companies already becoming 
active in writing this class. Briefly, 
this policy is written for large limits 
in excess of the limits generally avail- 
able to an insured in domestic compa- 
nies, but the real importance is that 
the umbrella contract is much broader 








ON INDEPENDENCE SQUARE 


Booth, Potter, Seal & Co. 


Public Ledger Building 
Philadelphia 6, Pa. 
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in coverage than domestic policies and 
will in reality insure some of the cur- 
rently common exclusions. 

The broadened portion of coverage 
under this policy, Mr. McPhaul said, 
not contemplated by the domestic pol- 
icy, is usually subject to a deductible 
of $25,000. The pressure is mounting 
though to reduce this deductible and 
there is little doubt but what it will 
be reduced to as low as $5,000. 


Importance Of Excess Of Loss 


Another item of significance and 
probably the most important, because 
it deals with the pricing of coverage, 
is the writing of excess of loss fire in- 
surance. In plain language, this is 
nothing more than deductible fire in- 
surance. Nothing is more sacred in 
the history of the fire business in 
America than the industry’s insistence 
on maintaining the first dollar of fire 
loss coverage and the absolute avoid- 
ance of anything remotely suggestive 
of a deductible for fire insurance. 
Granted, such a deductible would 
wreak havoc with the current rate lev- 
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el. Remember these three items, all-risk 
on real property, the umbrella liabil- 
ity policy, and deductible fire insur- 


ance. 
Imagine now, Mr. McPhaul said, 
what these influences could bring 


about. It is possible to envision a single 
contract, at a single adjustable pre- 
mium, providing broad coverage for 
direct and consequential damage to 
property, both real and personal, liabil- 
ity coverage akin to that now provided 
by the umbrella liability policy, work- 
men’s compensation, automobile cov- 
erage, and even A&S coverage. The 
heartening aspect is that insured can 
probably well afford this new package 
because of the savings in cost oc- 
casioned by the sound use of a prac- 
tical deductible related not only to the 
exposure itself, but to insured’s ability 
to retain for his own account a reason- 
able first dollar loss. 

Agents should not be dismayed by 
the seeming complexity of this sub- 
ject, Mr. McPhaul urged. Rather, ap- 
proach it as a golden opportunity to 
demonstrate to clients that one is, in 
fact, professionally competent and not 
the mere receiver of an application 
to be fed into some monstrous machine. 
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MIP 


m@ Our Mortgage Disability Policy 
has enormous sales-appeal for 
your clients. It can be the largest 
single profit-builder in your 
agency. 


™ MDP is easy to explain, easy to 
rate, easy to sell. It’s a natural com- 
panion coverage for package pol- 
icyholders and a profit-winning 
entree to homeowner prospects, 
especially new homeowners in 
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your community. 


mYour share of the large market 
for MDP can produce an excep- 
tionally profitable year for you. Ask 
your Phoenix Fieldman for MDP 
marketing tips and write our Ad- 
vertising Department for sales 
folders, applications and a rate 
chart. Then prove to yourself how 
the sales-appeal of MDP can build 
bigger profits for your agency. 


Build your future with... 


PHOENIX OF LONDON GROUP 
55 Fifth Avenue 


New York 3, N.Y. 


Phoenix Assurance Company of New York 


London Guarantee & Accident Company, Ltd. 
The Union Marine & General Insurance Company, Ltd. 


providing protection for more than seven quarter centuries 








RESOURCEFUL 


We in General Re are RESOURCEFUL, too, in adapting our reinsurance 


services to meet the changing needs of each client. 


GENERAL 
REINSURANCE 
CORPORATION 


Largest American Market Dealing Exclusively In Reinsurance + All Fire, Casualty, Accident and Sickness, Bonding and Marine Lines 


Midwestern Dept.: 101 WEST ELEVENTH STREET, KANSAS CITY 5, MISSOURI 
Pacific Dept.: 610 SO. HARVARD BOULEVARD, LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL 1, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 
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